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THERE MUST BE A REASON 


W HAT qualities in a company inspire its men to stay with 


it through the years? 


Is it because of the company’s liberal agency contracts, its 
low-cost protection, its excellent service to representatives 
and policyholders, its unsurpassed financial stability, or just 


that ‘something’ which binds men to it? 


We frankly don’t know. It's probably a combination of 
those factors. But whatever the reasons, the Pilot is justly 
| proud that most of its leading producers are veterans—men 
who through the years have found their connection pleasant 


and profitable. 


The Pilot is proud of the fact that the average length of 


service of its leading twenty-five producers in 1940 was over 


13 years. 
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“Constant 


In the northern sky almost directly above the Pole, the North Star 
has for centuries been the mariner’s guide through the darkness of 
the night. 

There is also a constant guide by which the New York Life 
Insurance Company has steered its course through all the wars, panics, 
and epidemics since it was founded on April 12, 1845. It is this prin- 
ciple: “Safety is always the first consideration . . . Nothing else is so 
important.” 

For nearly a century the New York Life Insurance Company has 
fulfilled its every obligation to policyholders and beneficiaries. 


as the Northern Star ” 


The Company operates under the most stringent laws for the pro- § 
tection of policyholders * * * It has always been a mutual company, | 


has never had a stockholder, and pays dividends to policyholders only 
x x x New York Life representatives have a unique incentive to render 


the best possible service to their clients under a special agency plan 7 
which promotes and rewards long continuity of service and benefits § 
all concerned—the policyholder, the beneficiary, the agent and the | 


Company. 
Before you buy your next policy, talk with a New York Life repre- 
sentative in your community. He may be able to help you. 
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Plain People Offer 
Buying Market for 
Mid-West Companies 


Tax, Defense Bond and 








Inflation Talk Not 
Bothering Sales 













Medium size mid-west companies do- 
ing business with “plain people” as one 
company president characterized them, 
are writing satisfactory volume and are 
not worrying about income tax in- 










creases, defense bond sales competition 
and inflation. 

The loss of the draft age market has 
been more than offset by the increased 
earnings of those not called to service, 
The reduction of the draft age limit to 
28 is expected to widen the present 
market. 

Medium sized companies are operat- 
ing in smaller cities and agents are con- 
tacting buyers of $2,500 and $5,000 poli- 
cies who are not particularly concerned 
with the prospects of having income 
taxes doubled and trebled. 


Few Defense Bond Complaints 


So far, there have been few com- 
plaints from agents on defense bond 
competition, particularly since there has 
been little bond sales pressure which 
might be more evident if the country 

™ were actually in the war. 
Inflation talk continues to be irritat- 
ing but it is not a strong sales deterrent. 


‘0- Wild currency inflation talk is simmer- 
, ing down to more specific price inflation 
discussion for which life insurance men 
ly have a good answer. The inflation 
H) bugaboo is not so often met as a genu- 
ler |» ine sales objection but more of a smoke 
an q screen to avoid the sales approach. 
ts 5 Must Avoid Complexes 
he Although it is recognized that the 
Wage earner class is now prospering 
and that income taxes will not cut 
) ‘eeply into their new found prosperity, 
ee |) it is felt that care must be taken in 





i "ging agents toward directing sales 
| €nergies to this group because they may 
evelop a complex against attempting 

to sell the higher income earners. For 
agents operating in smaller towns, se- 

= ‘¢ctive group prospecting is not particu- 
arly practical because .a_ successful 
small town agent has to write all types 

of prospects if he is to earn a living. 
Owever, stress on qualifying prospects 

for buying ability is necessary to avoid 
Wasting time on those who are willing 


han ners but haven’t got the money to 
uy. 


Practical Attitude Essential 


A practical attitude is essential for 
Continuous production and although 
arge salary savings and_ pension 
trust cases are alluring these large 
Commission sirens more often land 
the agent on the rocks instead of “in 
(CONTINUED ON LAST PAGE) 






Six Month Figures Reflect 
Healthy Business Condition 


Reports for the first six months show 
a large majority of gains in new paid 
business as compared with a year ago. 










first six months of 1940 appear to be 
greater in comparison than those for 
new business, thus reflecting a healthy 
condition. Reports received to date are: 


ains in insurance in force over the 

Ine. or Dee. Ine. or Dec. 
New Paid New Paid Insurance Insurance 

Business Business in Force in force 
1940 1939 1940 1939 J 
American Mutual Life ......... 3,156,108 3,098,520 —36,903 —536,203 
American National, Tex......... 252,291,180 132,906,258 +54,958,566 + 26,440,858 
American Reserve Life ........ 1,505,456 1,839 +593,617 = = = =§ acccce 
American Savings Life ........ 625,563 938,257 —503,82 —414,810 
BM FENG Sas cooe ce och eee wae ek 2,834,550 1,665,961 +1,296,998 + 49,802 
Baltimore: Edfe oo. ci ci ckicceess 11,276,483 13,350,464 +3,214,412 + 2,936,674 
Banners Life Neb... 26. .ccccss 6,158,001 4,662,078 + 2,270,603 —154,086 
Rog AT Ce eee ee 11,400,639 8,131,326 + 4,455,698 +1,626,731 
Boston Mutual Life............ 11,669,290 11,407,580 +99,014,726 + 92,192,380 
Cnet UMN a os ce ede enedases 3,400,540 3,516,651 1,008,066 +1,084,915 
Calumbus Mutual .......-cccces 7,496,656 5,342,046 +4,473,671 +1,985,928 
Confederation Life, Can. ....... 27,499,443 27,372,747 +9,205,862 +9,044,911 
Conservative Life, Ind. ........ 1,807,266 1,668,583 +740,585 +349,966 
Conservative Life, W. Va....... 2,658,000 2,602,000 +537,000 + 211,000 
Continental American Life..... 8,266,940 9,136,037 +2,002,618 +1,323,990 
Continental Life, Can. ........ 2,516,764 3,043,494 + 421,203 +1,104,923 
COMMOEO EAE © oe carr emi saloaes ,306,736 7,578,558 +5,755,694 + 4,779,648 
EMOTIONS ANS wick chs ene es 9,220,452 8,599,773 + 2,712,763 +2,110,705 
Empire Life, Cam. ........c<5s0. 2,342,128 1,942,601 +977,263 +201,251 
Empire State Mutual Life...... 41,862 796,600 +383,598 + 446,786 

Equitable Life, Iowa........... 23,383,000 22,526,000 + 7,439,000 +5,427,0 
Eureka-Maryland ............. ,968,996 11,047,097 + 2,689,295 +3,307,416 
Expressmens Mutual .......... 1,613,500 996,000 +617,500 +130,000 
Parm Bureau Life, ©: ......... 9,490,7164 4,749,166 +7,630,491 +3,315,992 
Farmers .& Traders............ 2,226,963 1,883,720 +998,480 + 476,780 
We@eral Life ..ccvccas -- 5,619,325 4,561,988 +1,255,345 +1,231,869 
Fidelity Mutual Life - 13,903,845 12,475,759 +3,452,494 +1,723,905 
Fidelity Union Life.. 2,025,001 2,416,497 +60,041 + 570,630 
Pel et: re 11,161,576 7,746,825 +1,640,718 +28,877 
Great American Life, Kan. mes 819,058 762,599 +103,011 +135,737 
Great National Life..........<; 1,404,116 996,354 +719,702 +357,703 
Guarantee Mutual Life ........ 8,893,596 7,170,902 +3,106,155 + 428,135 
Guardian Life; Nie Xs «iss cee ce 20,548,1215 18,964,8315 +5,392,889 +3,008,337 
Home State Lite... ccc. ccowses 6,471,364 5,494,238 + 1,757,450 +96,779 
EMIDOFIAE EAle, CAN: «5c ccccces 11,852,632 11,668,155 + 2,737,962 +2,880,901 
tmperia® Bite, N.C. -....ccecees 1,196,815 990,328 +923,287 +357,410 
EMGIMNANOES Eile .. ccc ccccccass 5,640,508 5,676,789 + 2,382,146 +1,838,079 
Jefferson Standard Life......... 30,284,101 25,497,761 +13,505,379 + 8,392,336 
Wanede Clty Eales oo cc cise wens 25,575,163 25,320,686 + 2,796,140 +2,361,698 
ARMED RIRMADY aa !al tole che aia’ erei ele o's os 4,862,765 5,375,227 +1,495,612 +1,703,541 
Liberty National Life.....-..... 21,976,722 21,031,454 +7,430,389 + 3,862,573 
Life & Casualty, Tenn. ........ 10,625,443 8,264,419 +4,619,245 +2,306,467 
Lincoln National Life.......... 100,640,393 81,104,559 + 46,228,879 + 23,465,351 
or oO | CBee 68,433,593 61,974,923 +35,480,879 +31,964,446 
Loyal Protective Life.......... 389,434 582,054 +124,588 + 302,945 
Lutheran Mutual Life .......... 5,495,050 5,080,300 +3,604,940 + 2,925,716 
MGRRAtCR Eile oc scciccccccccece 8,621,780 8,534,335 + 4,161,278 +3,688,310 
Manufacturers Life, Can. ...... 25,681,379 27,209,826 +11,015,356 +10,901,795 
Massachusetts Mutual Life..... 64,232,440 63,652,172 +13,821,040 +11,989,954 
Po SBR ren ee 1,174,313 912,132 +220,844 —223,533 
Midland Mutual Life .......... 7,003,047 6,644,488 +3,313,441 +2,900,613 
Minn. Mutual Bale onc cce cece 18,343,031 15,310,560 +5,297,001 + 4,104,027 
Monarch Life, Can.*............ 4,233,454 4,158,671 +1,429,533 +1,750,666 
RGR (SEE ccwrcckccccctes 2: eveehs ») Lreeeees +16,979,653 +15,225,098 
Mutual Benefit Life .........<. 59,263,484 63,656,946 +8,006,071 +11,601,318 
WeGGuee “Eeaee BAe occ cceeecces 11,726,501 9,394,043 +6,196,834 +3,247,851 
Natl, Guardian Bale 2. ..6cccces 2,359,569 2,119,047 +873,668 +558,646 
National Life, Cam. ...cccscicanse 3,655,144 3,307,386 +1,063,346 + 893,802 
RTO eS a; Sa ee 27,258,661 22,499,892 +12,894,194 + 8,171,292 
National Old Lime, Ark. ......«.. 729,000 837,000 +398,000 +415,000 
New England Mutual Life...... 61,051,593 55,948,242 + 23,937,53 + 16,411,997 
Northern Life, COR. <«cscecccas 2,606,92 3,915,662 +656,434 +1,244,418 
Northwestern Mutual Life...... 116,574,020 105,900,270 + 35,880,446 +15,995,116 
Northwestern National Life®.... 29,139,540 25,880,690 +6,064,093 + 4,751,372 
Olito National DH 2. .cciccceves 723,4142 11,951,629 + 2,865,583 +789,604 
Otilo State Bale <cccswn dice ceeca at 5,973,246 5,395,754 +1,804,19 +995,173 
Oregon Mutual Life............ 3,970,730 2,989,274 +2,066,382 + 882,570 
Pacific Mutual Life ........... 16,637,000 13,835,000 —714,000 —+4,465,000 
Penn Mutual Life ,144,855 4,200,383 + 8,047,735 +14,812,631 
Peoples Life, Ind. . 4,087,585 3,905,541 +858,840 + 469,409 
i a CRs 7 . 20,327,389 18,272,188 +6,272,529 +3,632,941 
Policyholders Natl. Life . -.. 2,458,151 1,900,500 +1,368,807 +653,731 
Protective Life ......... -- 19,439,935 10,989,112 +14,289,354 +6,373,105 
Provident Life & Acc. .. -. 10,915,498? 8,732,2032 +10,871,505 +7,053,644 
Provident Mutual Life.. . 36,805,176 36,327,671 +10,114.198 +7,733,621 
Prudential, Eng.? ..... a 3,217,178 3,837,413 +1,633,715 + 2,604,788 
WROIIMMGS ENS cc ebs ce secu dliccers 29,226,503 27,397,368 +11,346,992 +9,617,748 
Reserve Loan Life............. 4,800,972 »718,352 +1,023,032 —951,306 
pO De eer cee eee 2,354,246 1,623,794 +1,055,085 +744,838 
Sovereign Life, of Can......... 2,875,212 2,793,360 +1,120,023 +1,015,767 
Standard Bite, Cam. 2.2. ck esses 1,412,161 Pee eee 8 eae 
Sa RAR Be rata y ciesids dae aes 13,836,475 13,046,005 +6,007,440 +4,851,765 
Uilon Central Edte. ¢ <6. <0 cde 34,713,581 34,249,458 +1,288,039 —1,231,397 
Union National Life ........... 1,976,000 1,392,000 +1,153,000 +412,000 
United Services Life............ 7,599,000 2,614,700 + 6,483,000 +1,825,700 
Victory Life, eb bra-aidele oalbwie 3,137,548 2,571,188 SOCneee  — <xéaas 
Washington National® ......... 31,911,184 26,113,620 + 10,858,893 +5,940,258 
WRONG BO cee tcawanwesecewss 526,275 738,682 + 251,222 +541,995 
Western Reserve Life.......... 1,648,451 1,532,463 +629,871 +489,403 
Wisednettt BIG .veeis hie ce 722,925 731,908 + 260,771 +183,820 


1Includes $525,269 family income riders. 


*Excludes increases in 


roup life policies after issue. 


3Includes guaranteed life annuity on basis of $1,000 each unit. 


‘Figures include group issued and increased. 
5Exclude revived and increased business, 


*Retirement annuities included. 


7Canadian business only. 
8Excluding National Life Fund 
*Figures exclude revivals and increases. 





High Peak Payrolls 
Big Boon fo Group 
Coverage Sales 


Increases in Force Three 
Times New Business— 
Staffs Overtaxed 


With payrolls at all-time peaks, group 
insurance men are being pushed hard to 
service the business. Groups already on 
the books are expanding rapidly and fig- 
ures from several leading companies 
show that their increases in group in 
force during the first six months are 
three times the new business total, thus 
emphasizing far-reaching effect of the 
national defense program. So far there 
has been little adverse effect from in- 
dustries which are suffering from short- 
age of materials in non-defense busi- 
ness, although some investment houses 
have undergone retrenchment programs 
and there has been a slight indication of 
hesitation from some employers on em- 
barking on a group program under ex- 
isting conditions. : 

Not only is new group business good 
but existing groups are adding accident 
and health and hospitalization to life 
coverage. Employers are continuing to 
be more and more receptive to programs 
for bettering employe relationships so 
they are lending a friendlier ear to group 
proposals. ; 

As a concern with 1,000 employes 
can install group life coverage for $3,000 
or $4,000 a year, cost is not as much of 
a_ factor to overcome in selling as the 
principle involved. ~~ 

Many employers originally shied at 
group because of the necessity of estab- 
lishing payroll deduction systems but 
now that this is required by social se- 
curity contributions and they have set 
up necessary systems and equipment, an 
additional deduction for group is simple 
to make. 


Pay Part of Premium 


Employers are continuing to pay from 
25 to 50 percent of group insurance 
costs even when accident and health and 
hospitalization coverage is added. 

Companies are taking a varying atti- 
tude toward group annuities. Although 
the new rates and 2 percent contracts 
adopted by the majority of the compa- 
nies are helping solve the low invest- 
ment return situation, one of the largest 
companies has a definite policy of “run- 
ning away” from annuity business while 
several others are writing the business 
on a “time being” basis. Although the 
latter have no hard and fast rules, they 
are not anxious to write annuity busi- 
— unless they get life business as 
well. 


Claim Practice Varies 


The marked acceleration of group ac- 
cident and hospitalization business has 
introduced the problem of claim hand- 
ling. Although most group practices 

(CONTINUED ON LAST PAGE) 
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Investment Seminar 
Is Now Under Way 


Enrollment Up—Consider 
Influence of War Sit- 
uation on Investment 


BLOOMINGTON, IND.—The 1941 
Life Officers Investment Seminar, con- 
ducted under the auspices of the Amer- 
ican Life Convention’s Financial. Sec- 
tion in cooperation with Indiana Uni- 
versity, opened here this week. Classes 
will continue through July 25. 

Enrollment totals 73, a slight increase. 
Fifty-eight companies are represented, 10 
for the first time. Fifty students are 
taking the second year of the prescribed 
three-year course. 

Dr. H. C. Sauvain, professor of finance, 
Indiana University, is director of the 
seminar, while Col. Charles B. Robbins, 
general counsel American Life Conven- 
tion, is associate director. 

Dr. Sauvain has assembled a fine fac- 
ulty for the 1941 seminar and the curric- 
ulum has been arranged so as to provide 
an appropriate balance between study of 
advanced technical phases of life com- 
pany investment work and the broader 
economic aspects of investments, which 
have such a dominant influence on long- 
term investment planning. Consideration 
is being given to the effect of the present 
war and the national defense program 
upon the general financial situation and 
associated investment problems. 





State Intervenes in Suit 
Against National Life, lowa 


DES MOINES—A petition of inter- 
vention has been filed by the attorney- 
general’s office in the suit brought by 
L. T. Ryan, local attorney, asking for 
appointment of a receiver for the Na- 
tional Life of Des Moines. 

The attorney-general’s office asks that 
Ryan be required to appear for examina- 
tion under oath to show by what author- 
ity he filed the suit, with the state named 
as plaintiff. The petition also asks that 
after such a hearing Ryan be held with- 
out authority to file such a petition in 
the name of the state. 

The Ryan’ petition alleged discrim- 
ination in premium charges against hold- 
ers of assessment certificates issued be- 
fore 1920 and those issued after 1920 
prior to changing over to a legal re- 
serve company in 1927. 

President William Koch issued a state- 
ment after filing of the suit that there 
was “no foundation or reason for such 
a suit.” Ryan recently lost a $60,000 
libel suit against Governor Wilson re- 
garding a report on the activity of Ryan 
as assistant attorney-general. 

Emmit Kinney, former secretary of 
the National Life Association, the old 
assessment company, recently obtained 
a temporary injunction preventing the 
National Life from canceling a $2,000 
policy. 








Husband and Wife Trade 
on Important Agencies 


Boyle & Boyle of Chicago are 
general agents of the Minnesota 
Mutual Life, the firm consisting of 
John Boyle and his wife, Cath- 
erine Boyle. Both are expert life 
insurance people. John Boyle 
found it necessary to go to a dif- 
ferent climate during the winter 
season. Hence he established the 
New Mexico state agency of the 
company in the First National 
Bank building, Albuquerque. He 
now has about 15 agents through- 
out the state. He is in charge 
there from September to May. 
Mrs. Boyle goes out to supervise 
the business during the summer 
season, while John keeps a 
weather eye on Chicago. 








Jerome Clark 
Dies Suddenly 


Philip Jerome Clark, executive vice- 
president of Union Central Life, suf- 
fered a heart attack last Saturday while 
bowling in alleys in Walnut Hills, a 
Cincinnati suburban community, with 
Mrs. Clark. He died before he could 
be removed from the bowling alleys. 

Mr. Clark was born in Cincinnati in 
1895. He graduated from Yale Uni- 





JEROME CLARK 


versity in 1916. He served overseas as 
an artillery captain and was on duty for 
several months on the Mexican border. 
He went with Union Central Life in 
1919 as a clerk. His late father, Jesse 
R. ‘ai was president of Union Cen- 
tral. 

In 1921 Jerome Clark became assist- 
ant superintendent of agencies; in 1928, 
superintendent of agencies and in 1932, 
vice-president. Last year Mr. Clark 
served as chairman of the executive 
committee of the Sales Research Bu- 
reau. Jesse Clark, Jr., a brother, was 
formerly president of Union Central and 
Roger Clark, another brother, is con- 
nected with the claim department of Un- 
ion Central. A sister is the wife of 
W. Howard Cox, president of Union 
Central. 


Apparently in Good Heath 


Mr. Clark’s death was due to coron- 
ary thrombosis. Apparently in good 
health and insurable up to the last mo- 
ment, his death came as a shock to the 
life insurance fraternity. He had re- 
turned to his home in Cincinnati Satur- 
day morning, after attending a meeting 
of the agents’ compensation committee 
of the Sales Research Bureau in New 
York. It had been his custom for sev- 
eral years to bowl each Saturday, and 
after breakfast at his home he went to 
a nearby bowling alley. The heart at- 
tack occurred while he was bowling. 
Dr. W. O. Pauli, assistant medical di- 
rector of Union Central, was called to 
the bowling alley. 

Mr. Clark’s grandfather was the Rev. 
Davis W. Cark, a bishop of the Method-. 
ist Episcopal Church and one of the 
co-founders of Union Central. 

Mr. Clark in his early days at Union 
Central devoted his attention to the 
sales literature and publications. In 
this work, his talents as an agency ex- 
ecutive first became apparent. When 
he became assistant superintendent of 
agencies, he continued this sales pro- 
motional work on a broader scale and 
headed the purchasing department. 

Mr. Clark rapidly developed as a 
speaker and leader of life insurance 
thought. He was called upon to ad- 
dress many sales congresses and under- 
writers associations. His duties also 


involved extensive travel, during which 
trips he visited nearly every agency of 
the company and obtained a first-hand 
knowledge of sales problems as well as 


Sales for Six 
Months Up 2.8%; 
June 8.8% Ahead 


NEW YORK—New life insurance 
for the first half of 1941 showed an in- 
crease Of 2.8 percent in comparison 
with the corresponding period of 1940, 
the Life Presidents Association reports. 
The total for June was 8.8 percent 
greater than for June of last year. 

For the first six months, new busi- 
ness was $3,780,738,000 against $3,676,- 
054,000 during the corresponding 1940 
period. New ordinary amounted to $2,- 
646,576,000 against $2,549,369,000, in- 
crease 3.8 percent. Industrial was $846,- 
088,000 against $782,887,000, increase 8.1 
percent. Group was $288,074,000 against 
$343,798,000, decrease 16.2 percent. 

All classes contributed to the June in- 
crease. New ordinary amounted to 
$449,534,000 against $419,750,000, in- 
crease 7.1 percent. Industrial was $135,- 
633,000 against $128,231,000, increase 5.8 
percent. Group was $64,450,000 against 
$48,946,000, increase 31.7 percent. For 
the month, the total was $649,617,000 
against $596,927,000. 

The new paid-for business during 
each of the first six months of 1939, 
1940, and 1941 (last 000 omitted) and 




















percentage increases _or decreases, are 
shown in the following table: 
Ordinary Insurance 

1941 
over 
1939 a — 1940 

% 

Jan 977,746 404,723 410,922 1.5 
Feb 419,509 397,891 408,953 2.8 
Mar. 460,497 439,506 455,226 3.6 
Apr 386,430 448,548 463,069 3.2 
May 423,115 438,951 458,872 4.5 
June 406,239 419,750 449,534 ta 
2,673,536 2,549,369 2,646,576 3.8 

Industrial Insurance 
Jan 99,363 113,111 126,458 11.8 
Feb 109,871 125,226 136,166 8.7 
Mar 138,396 138,545 148,978 7.5 
Apr. 129,051 135,852 147,462 8.5 
May 137,073 141,922 151,391 6.7 
June 128,569 128,231 135,633 5.8 
742,323 782,887 846,088 8.1 
Group Insurance 
Jan. Bi; 899 134,507 35,744 —73.4 
Feb. 40.3 5 38,120 44,251 16.1 
Mar 45,205 37,556 42,721 13.8 
Apr. 35,981 39,800 51,096 28.4 
May 43,278 44,869 49,812 11.0 
June 194,223 48,946 64,450 31.7 
410,951 343,798 288,074 —16.2 
Total Insurance 

Jan: 729,008 652,341 73,124 —d2.1 
Feb. 569,745 561,237 589,370 5.0 
Mar. 644,098 615,607 646,925 5.1 
Apr. 551,462 624,200 661,627 6.0 
May 603,466 625,742 660,0 5.5 
June 729,031 596,927 649,617 8.8 
3,826,810 3,676,054 3,780,738 2.8 








a personal acquaintance with hundreds 
of members of the field force. 

During the four years he served as 
superintendent of agencies the agency 
production made substantial strides. 

Mr. Clark was active in the work of 
the Life Insurance Research Bureau for 
many years. In 1929 and 1930, he 
served as a member of the executive 
committee of the bureau, and in 1931 
was elected a director. In 1937 he was 
elected as chairman of the executive 
committee, and the following year he 
was chosen as chairman of the execu- 
tive committee of the Life Agency Offi- 
cers Association. In 1939, he was re- 
elected to the executive committee of 
the Research Bureau. For several 
months past, Mr. Clark gave much of 
his time and efforts to the work of the 
agents’ compensation committee. 

Mr. Clark in 1931 was elected for a 
four-year term as a member of the Cin- 
cinnati board of education. 

Honorary pall bearers at the funeral 
included Wendell F. Hanselman, su- 
perintendent of agents; Mark S. True- 
blood, inspector of agencies Pacific 
Coast division at Los Angeles; George 
B. Hollister, Cincinnati special agent of 
Union Central. 


N. Y. Case Bears on 
State Regulation 


Insurer Mailing Its 
Contracts if Without : 
Agents Is Affected 


ALBANY, N. Y.—Where a foreign 
insurer does not have an agent in New 
York with power to bind it, and where 
the company does not consummate its F 
contracts in that state but sends them — 
to New York assured by mail, the state 
hasn’t the power to regulate the busi- F 
ness of such concerns. 

So the appellate division of the state F- 
supreme court has decided in the case 
of the Warner reciprocals, Chicago, ys, 
Superintendent Pink. While the deci- 
sion relates specifically to the Warner 
operations, it is believed broad enough 
in its interpretation of statutes to apply 
to any insurer, life, accident and health 
and fraternal as well as fire and cas- 
ualty. It may affect payment of pre 
mium taxes by such insurers. 

In the suit the reciprocals contended F 
that several sections of the insurance F~ 
law were unreasonably regulative, and F 
that they are not engaged in doing an 
insurance business in New York. The F> 
court decided the latter, general ques- P- 
tion in the negative. : 
Has No Agent in State e 

There was no question, the court 
made clear, that the reciprocal does a Fy 
large insurance business in the state, F 
but it does not have an agent in the 
state with power to bind it. Contracts 
of insurance are consummated in Chi- 
cago and sent assured in New York by 
mail. The reciprocals are not “engaged 
in the insurance business in the state,” 
even though a representative of the re- 
ciprocals inspected risks in New York, 
explained the insurance plan to New 
York assured, and gave assured an ap- 
plication and power of attorney. 

The decision of the court was four to 
one. In dissenting, Judge Bliss said |” 
the reciprocals’ business could not be f 
distinguished from that of other for- 
eign fire insurance. 

There was some speculation as to the | 
effect such a court decision, if finally 7 
upheld, might have on the agitation for | 
the Hobbs’ bill in Congress. 
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Bankers Leaders 
at Yosemite 


An eight million dollar increase in life 
insurance in force during the first six [7 
months of this year, coupled with a 15 | 7 
percent gain in new life insurance writ- 
ten during the same period is making 
1941 the best year for Bankers Life of 
Iowa since 1937, President Gerard S. 
Nollen told members of the President's | 
Premier club who assembled Wednes- | 
day for a three-day school of instruc- 
tion at Yosemite National Park. 

Bankers Life assets increased approx- 
imately $7,000,000, and now excee 
$258,000,000. 4 

Insurance in force. June 30 passed the 7 
771 million dollar mark. i 

New life insurance written during the | 
first six months totalled more than $30,- 
000,000, which was a gain of 15.1 per- | 
cent over the first half of 1940. Not 7 
since 1937 has the company’s first half 7 
production exceeded $30,000,000. Z 

Mr. Nollen thanked the group for the | 
part they played in making June, Presi- | 
dent’s month, an outstanding success. | 
During that month the field organiza- 
tion observed Mr. Nollen’s fifteenth an- 
niversary as president of Bankers Life. 
The total of issued and paid for life in- J 
surance during the month was $6,568, 7 
270, an increase of nearly 34 percent | 
over the production in June, 1940, and 
the company’s biggest month since De- g 
cember, 1938, and its largest President’s | 
month production since June, 1931. 


— 














Jul: 


— 


M 
W 








, 194] 


July 18, 1941 






LIFE INSURANCE EDITION 








on F Northwestern 


reign 

New 
vhere 
te its 
them 





Ee 
i 
. 5 


é 
rs 
e 
3 















Mutual Production 
Winners Announced 


F. R. Olsen Wins Award 
for Largest Volume, Lewis 
Stearn for Most Lives 


MILWAUKEE—At the opening ses- 
sion of the annual meeting of the Asso- 
ciation of Agents of Northwestern Mu- 
tual Life at the home office here Mon- 
day, Grant L. Hill, director of agencies, 





LEWIS STEARN 


will present the individual agents and 
groups who won company and associa- 
tion production honors during the agents’ 
year ended June 1. 

This year Ralph Hamburger agency, 
Minneapolis, has the winners of the two 
highest honors, F. R. Olsen achieving 
the special “AA” honor for the largest 
volume of reported business with $1,002,- 
000, and Lewis Stearn repeating for 
special “XX” honor with the largest 
number of paid-for lives, 14514, for the 
past year. 

Mr. Olsen has been a successful agent 
in Minneapolis for 20 years. He has 
paid for $9,154,794 in the Northwestern, 
or an average of more than $450,000 per 
year. For the past 12 years, with one 
—en he has exceeded the $500,000 
mark, 


Has Three Laps on Cup 


For the third successive year Mr. 
Stearn wrote the largest number of lives 
and again qualifies as president of the 
Marathon Club. He has rounded out 10 
years of continuous membership in the 
club and during that period has paid for 
1,366%4 lives. The Marathon cup is 
awarded the agent heading the list of 
members of the club each year. The 
one who wins it the greatest number of 
times in the ten-year period, 1932-1942, 
retains permanent possession. Herman 
Fricke, Omaha, won the cup two years, 
Emmett Cowell, Red Bud, Ill, four 
times, and Mr. Stearn now has three 
wins, 

John Binns, Newark, wins the Class 
C award for making the greatest per- 
centage increase over his three-year rat- 
ing, between $300,000 and $500,000. His 
production the past year. totaled $542,- 
938, an increase of 76 percent. C. C. 
Dibble, Cleveland, won the award in 
Class D, between $200,000 and $300,000, 
with $704,757, an increase of 178 per- 
cent. E. M. Klein, Cleveland, is winner 
in Class E, $150,000-$200,000, with $596,- 
(CONTINUED ON LAST PAGE) 


California-Nebraska 
Battle Is Averted 


The collision between the insurance 
departments of California and of Ne- 
braska that threatened for a time to pro- 
duce spectacular developments has ap- 
parently now been settled without pyro- 
technics. 

The friction developed in connection 
with an examination of Service Life of 
Omaha. This was treated by the Ne- 
braska department as a state examina- 
tion rather than a convention type of 
audit. Later California sent an exam- 
iner to take part in the examination. 

The California examiner took a rather 
critical attitude and the California de- 
partment accepted his report whereas 
the Nebraska department accepted the 
report of its examiner. 

Although it is customary to hold a 
hearing in the state where the company 
is located, Commissioner Caminetti of 
California insisted on having the hear- 
ing in San Francisco. Insurance Direc- 
tor Fraizer of Nebraska and his chief 
examiner went there. Testimony was 
taken and Mr. Caminetti announced that 
he was still holding with his own exam- 
iner and would not renew the license of 
Service Life in California. 

Whereupon Mr. Fraizer let it be 
known that he intended, under the retal- 
iatory law, not to renew the licenses in 
Nebraska of Pacific Mutual Life and 
Occidental Life. Mr. Caminetti then 
countered with a threat to bar the five 
or six other Nebraska companies that 
operate in California. 

In view of the fact that Service Life 
does very little business through agents 
and operates mainly by mail and radio 
and because of his disinclination to in- 
volve the other innocent Nebraska com- 
panies in litigation and possible exclu- 
sion, Mr. Fraizer directed the Nebraska 
department to issue renewals to Pacific 
Mutual Life and Occidental Life. 


Suggestions on 


Settlements 


Draw Comment from Cravens 


The recent recommendations that set- 
tlement options be made simpler and 
more flexible, which were put forward 
by Warner C. Wilson, Guardian Life of 
New York, and president Cincinnati Life 
Underwriters Association, have stimu- 
lated considerable comment. 

One of the replies to Mr. Wilson’s 
suggestions is the following, written by 
Charles T. Cravens, educational director 
of Continental Assurance. Mr. Cravens 
expresses his own viewpoint as a home 
office man who spent 12 years in the 
field and who is still keenly interested 
in the subject of programming. The 
letter follows: 

“While your recent form letter sent 
to this company did not specifically re- 
quest a reply, it was our feeling that you 
and the members of your association 
might be interested in our attitude to- 
ward the questions which you raised in 
your letter. 


Situations Change Rapidly 


“Let me say at the outset that we are 
willing to place proceeds at interest and 
to allow the beneficiary to elect another 
option or combination of options at will 
or at some specified future time. We 
likewise are willing to continue the in- 
stallment payments after the death of 
the primary beneficiary to contingent 
beneficiaries regardless of whether the 
beneficiaries are of age. Of course, pay- 
ments to minor beneficiaries must be 
made through the proper legal guardian- 
ship channels. From a practical stand- 
point, however, there are some disadvan- 
tages to these steps. While in the field 
I made a practice of reviewing the set- 
tlement agreements on policies held by 
my clients at least once every two years. 
So many things can happen to vitiate 
settlement provisions which seemed ideal 








proper cost. 


an “A” rating. 


ance business. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





APTITUDE SAMPLE 


We have explained why we believe that the Penn Mutual 
is directly aided by the use of the Aptitude Index in the 
selection of prospective career underwriters who are expected 
to produce a satisfactory volume of quality business, at a 


What type of man is so selected and recruited? Here is an 
actual example of one of our underwriters who qualified with 


He was aged 32, married, had three dependents. A college 
graduate, for six years he had been a lawyer. He was an 
active worker in his church, in his law association, in Kiwanis, 
and was a chapter adviser in his fraternity. He himself 
owned $23,000 of life insurance. 
by several members of our agency, and it had taken several 
months to convince him that he ought to enter the life insur- 


He made no sales at all during his first contract month, for 
the reason that he devoted that month to training. During 
the next nine months he produced $138,383 of business, on 
28 lives. The fact of the rather high average size of his cases 
shows that he sells carefully and in good income circles. 


We have had first-year underwriters with records of greater 
production, but we tell of this one because he is typical of a 
good average selection from an “A” rating. 


* 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


He was already well known 
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JOHN A. STEVENSON 
President 

















at the time they were drawn. 

“Even the ‘flexible’ agreements which 
you advocate are not necessarily the 
solution. More children may be born 
into a family. A child may die. A par- 
ent or some other relative may become 
dependent upon the policyholder. Some 
one need may become more pressing in 
relation to the others than was the case 
when the original agreements were 
drawn. I do not believe that it is 
humanly possible ever to draw a settle- 
ment agreement which will for once and 
for all take care of the insured’s situa- 
tion regardless of possible future con- 
tingencies. 


More Business from Changes 


“Not only did I review my clients’ 
situations periodically ‘because of the 
sense of responsibility I felt toward 
them, but because I found it was good 
business. Most of the programs which 
are constructed today are admittedly in- 
complete, and both the policyholder and 
the underwriter look forward eventually 
to setting up an adequate amount of life 
insurance—more than can currently be 
worked into the budget. I have had the 
pleasant experience on various occasions 
of writing additional coverage on old 
policyholders which did indeed complete 
the setup which we had originally out- 
lined. By the time the original setup 
was complete, however, I usually found 
that new needs had arisen, necessitating 
the present or projected purchase of still 
more life insurance. 

“Consequently, because others of us 
here have had similar experiences, we 
are inclined to feel that inflexibility is 
not necessarily the worst crime that can 
be committed in the preparation of a life 
insurance program. A failure to balance 
the different parts of the program is 
quite common and is much more repre- 
hensible, in our opinion. If too much 
discretion is given to a beneficiary, the 
results are often disastrous, as you no 
doubt know from your personal experi- 
ence. 


Second Payee 


“It must be emphasized that in some 
cases a company has no choice but to 
make settlement with contingent benefi- 
ciaries in one sum. Installment payments 
can, as I have already stated, be con- 
tinued to a second payee, assuming that 
the insured has named the second payee 
or payees. If only a wife is named as 
beneficiary under a settlement agreement 
-and no provision is made for contingent 
beneficiaries, or, if the beneficiary elects 
an optional settlement in lieu of a cash 
payment, upon the death of the bene- 
ficiary the proceeds become a part of her 
estate. There is no contract between 
the insurance company and any second- 
ary payee or payees unless these persons 
have been named by the insured during 
his lifetime. An attempt to nominate 
secondary payees by a primary payee in 
many jurisdictions is considered to be a 
testamentary disposition. Because of this 
legal feature of the situation, and be- 
cause of the fact that an insured may 
move his residence from one jurisdiction 
to another,, most companies will not 
make settlement with payees not named 
by the insured. 


Each Case Is Different 


“Sometimes, too, it is not practicable to 
continue installment payments through 
too many .generations because of the 
physical limitations on the length and 
complexity of settlement agréements. I 
have in mind a recent request which we 
received on one of our old policies, 
which involved the retention of proceeds 
at interest through the life of the wife 
and the succeeding lives of the daughters 
of the insured, the settlement to be made 
in installments to the insured’s grand- 
daughters and in lunip sums to his 
grandsons as they respectively attained 
age 30. The policy involved was for 
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$3,000, and the insured has two daugh- 
ters who are now nine and six years of 
age, respectively. Obviously, the guar- 
anteed interest on a policy of this size 
doesn’t amount to as much as $10 a 
month, so that, assuming the insured 
has no more daughters, the interest set- 
tlement with the existing daughters 
would have to be made on a quarterly 
basis. Further inquiry on our part de- 
veloped the fact that this policyholder 
had a total of $31,000 of life insurance, 
and we were able to suggest another 
mode of settlement which both we and 
the policyholder believe will suit his 
needs much more admirably than the 
agreement which was proposed. 

“It is entirely true that there is no 
one right answer to any particular pro- 
gramming problem. That is, there is no 
one answer which is absolutely correct 
to the exclusion of any other possible 
answer. In human relationships it is 
not possible to be as precise as if an 
arithmetical problem were involved.” 





Rejected as Mo. 


Superintendent 


JEFFERSON CITY, MO. — With 
the surprising refusal of the Missouri 
senate to confirm A. S. Phillips as insur- 
ance superintendent, Governor Donnell 
is expected to make a recess selection of 
a successor to Ray B. Lucas. Superin- 
tendent Lucas, whose term expired July 
1, had requested Gov. Donnell to relieve 
him by July 15. 

The name of Phillips was sent to the 
senate by Governor Donnell the day be- 
fore the legislature adjourned. Rejec- 
tion came at an executive session when 
Senator Dyer, St. Louis Democrat from 
Phillips’ district, indicated the latter was 
personally objectionable to him. Re- 
fusal of the senate to confirm the ap- 
pointment was in accordance with “sen- 
atorial courtesy.” 

There was little comment on the sen- 

ate action either by Gov. Donnell or 
Sen. Dyer. The latter stated that he did 
not consider Phillips the man for the 
job. 
; Mr. Phillips, active in Republican poli- 
tics for many years, was one of Gov. 
Donnell’s attorneys and advisers in the 
election contest precipitated by the Dem- 
ocratic candidate, Lawrence McDaniel. 
Mr. Phillips was state senator 1911-1914 
and was first chairman of the Missouri 
workmen’s compensation commission, 
1926 to 1929. 

Sen. Dyer is head of the Dyer & 
O’Hare Hauling Co., St. Louis trucking 
concern. 

The names of several other men than 
Mr. Phillips had been discussed in con- 
nection with the post. Among them 
were W. F. Phares, Maryville banker; 
J. F. Holland, former chief deputy su- 
perintendent; ‘y. B. Thompson, former 
superintendent; David Hopkins, St. Jo- 
seph agent. 

Severai additional names now are 
being mentioned for the post of super- 
intendent. Among them is Judge Allen 
May, former general solicitor for Gen- 
eral American Life, who left that post 
several months ago to accept a special 
position on the legal staff of the Asso- 
ciation of Life Insurance Presidents. 
Judge May was an assistant to Jesse 
Barrett when he was attorney-general 
in’ Missouri. 

Others suggested are E. L. Scheufler 
and Forest W. Hanna, Kansas City 
lawyers. 

Mr. Holland, city counselor for St. 
Louis has indicated he prefers to stay 
in St. Louis. 


Report Defense Bond Sales 


New E class of national defense bonds 
sales totaled $114,837,000 in May and 
$98,725,000 in June. Although June sales 
represented a dollar decline, there was a 
rush of idle savings into the May sales 
and the June total exceeded the Treas- 
ury’s expectation for the first month. 
Both labor union groups are now con- 
ducting bond sales campaigns and the 
July total on this business is expected 
to exceed both May and June. 


Kollenberg, Shay, 
Schwinger Are On 
Cincinnati Bill 


Three more field men who have made 
records in personal production have been 
added to the program of the annual con- 
vention of the National Association of 
Life Underwriters in Cincinnati Sept. 


15-19. They are A. H. Kollenberg, Mu- 
tual Benefit Life, Grand Rapids; Lowell 
L. Schwinger, 


Northwestern Mutual 





A. KOLLENBERG 


Life, Waterloo, Ia., and Robert E. Shay, 
agency manager for Bankers Life of 
Iowa in Minneapolis. 

The latest announcement brings the 
total of participants named for the main 
program to 12, seven of whom are 
identified with personal production or 
agency management, two of whom are 
company presidents, and three of whom 
represent outside fields. 

One of the major features of the con- 
vention will be a full session devoted 
to the average producer and his selling 
equipment, called “They Don’t All Buy 
$50,000.” Several of the field men an- 
nounced for the program will appear in 
rapid-fire sales talks at this meeting. 
Delegates will be offered the opportunity 
to ask questions and trade ideas with 
the speakers, and there will be no time- 
limit imposed on the session. 

Mr. Kollenberg went to Grand Rapids 
from his home in Latvia at the age of 7. 
He attended public schools there and 
then entered life insurance in 1917, but 
war conditions forced him to abandon 
this field briefly to study law, where he 
became even further aware of the possi- 
bilities inherent in life insurance. While 
he is an authority on business insurance 
for the small buyer, he annually writes a 
large volume of lives. 

Mr. Schwinger is a member of the dis- 
trict agency firm of Bragdon & Schwin- 
ger, representing Northwestern Mutual. 


H. 


After experience in retail management- 


and selling, he entered life insurance in 
the depression year of 1933 with his 
present company. He has sold at least 
100 lives a year for seven consecutive 
years, and has an impressive record of 
steady weekly production. His produc- 
tion for the latest agents’ year was 145 
lives for $593,000. In 1940 he was or- 
ganizing chairman of the Iowa Quarter 
Million Dollar Round Table, and has a 
yearly average of well above that figure. 

Following graduation from the Uni- 
versity of Minnesota, Mr. Shay in 1929 
became affiliated with Massachusetts 
Mutual in Minneapolis. After having 
done an outstanding job of personal 
production, he was promoted to the posi- 
tion of assistant general agent. Late 
in 1934 he was appointed to his present 
post. In seven years’ time, Mr. Shay 








“Ad” Exhibit 
Rules Revised 


L. A. A. Decides Upon 
Scheme to Facilitate 
Closer Judging 


William L. Camp, chairman for ex- 
hibits at the annual meeting of the Life 
Advertisers Association has released the 
list of classifications of the exhibits. 

Although the total number of classi- 
fications this year is about the same as 
formerly, the number in which any com- 
pany may exhibit has been cut down to 
four. This is to facilitate full and proper 
judging. Some of the classifications bear 
new names. This was done to place 
emphasis upon the work which the ma- 
terial is designed to do, and take the 
emphasis off the media. 

There will be four divisions of the 
companies according to their size, so that 
any company will take on in competition 
only other companies of about its own 
size. 

A company may enter exhibits in any 
four of the nine classifications. The 
same material should not be exhibited in 
more than one classification. 


Motivation of Agents 


1. Material for motivation of agents: 
Any material other than publications to 
agents which is used to promote the use 
of material by agents or to motivate 
them to sell. Display all of the mate- 
rials used in the promotion of an idea 
or campaign, the materials that were 
used to direct or influence agents, as 
well as the actual pieces the agents 
used. Show how all the individual 
pieces such as prospecting aids, mailing 
pieces, presentation forms, visual selling 
material, etc., dovetail into a major plan 
or selling effort, or into the national 
advertising. 

2. Prospecting and preapproach ma- 
terial: Any material, exclusive of maga- 
zine or newspaper advertising, designed 
to secure prospects or pave the way for 
the agent’s call. 

3. Prestige and goodwill builders: 
Any material, exclusive of magazine or 
newspaper advertising, designed to build 
goodwill and prestige for agent, com- 
pany or institution. 

4. Sales presentation material: Any 
leaflet, booklet, or visual sales piece used 
during or after the interview designed 
to influence the prospect to buy, and 
not included in any other classification. 


Publication to Agents 


5. Publications to agents: All publi- 
cations to agents, issued since Sept. 1, 


1940, whether weekly or monthly, 
printed or processed. 
6. Policyholder relations: Any mate- 


rial designed to build better policyholder 
relations. This would include policy- 
holder publications, premium notice and 
receipt enclosures, annual reports, etc. 

7%. Insurance journal advertising: One 
single advertisement or series of adver- 
tisements run in life insurance journals 
since Sept. 1, 1940. 

8. Magazine advertising: A campaign 


run in general magazines since Sept. 1, 


1940. (Random ads not part of a cam- 
paign are not to be included). 

9. Newspaper advertising: A cam- 
paign run in newspapers since Sept. 1, 
1940. 








has built one of the company’s leading 
agencies. 





Increase Average Policy Size 


June was “president’s month” in the 
National Fidelity Life, Kansas City, 
honoring President W. Ralph Jones. 
Increasing the average size. application 
was stressed, the first time such’ an em- 
phasis has been used. The result was the 
highest policy average shown in a simi- 
lar period for several years. The com- 
pany has a special rate book quoting 
rates on a minimum basis of $1, 250 rather 
than $1,000. 





Over 600 Attend 
Annual Negro Mee} 


SAVANNAH, GA.—Over 600 repre. 
senting 53 companies attended the ap. 
nual meeting of the National Negro In. 
surance Association here. Asa T. 
Spaulding, actuary North Carolina My. 
tual Life, was elected president. Tenta. 
tive plans for the employment of a paid 
executive secretary were discussed. A 
resolution was adopted pledging the con. 
vention’s whole-hearted support of the f- 
national defense program. A letter was 
read from President Roosevelt encourag. 
ing the companies in their efforts to ex. 
tend insurance among the Negro race, 
It was decided to enlarge publicity work 
with bulletins for improvement of health 
and sanitary conditions. Announcement 
was made that the Hooper-Holmes 
Bureau had agreed to employ Negro 
inspectors in inspection work for Negro 
companies. The association will meet 
next year in Birmingham, Ala., in June. 


New Officers Elected 


Other officers are: B. T. Bradshaw, 
Virginia Mutual Benefit Life, first vice- [7 
president; C. W. Green, Atlanta Life, 
second vice-president; EG, Atwater, 2) 
Great Lakes Mutual, third vice-presi- | 
dent; Dr. T. W. Josey, Pilgrim Health [7 
& Life, fourth vice-president and medi- |” 
cal director; C. L. Townes, Virginia Mu- | 
tual Benefit Life, secretary (reelected); |” 
H. J. Christophe, People’s Industrial |~ 
Life, assistant secretary; H. L. Street, |” 
Mammoth Life & Accident, treasurer |” 
(reelected); A. M. Walker, Universal ql 
Life, actuary (reelected); J. L. Lewis, f 
Afro-American Life, general counsel | - 
(reelected). 

J. E. Smith, Mammoth Life & Acci- 
dent, retiring president, was made chair- | 
man of the executive committee. Other 
members are: J. G. Ish, Supreme Lib- 
erty; W. C. Buford, Mammoth Life & | © 
Accident; W. W. Allen, Southern Life; | 
M. C. Clarke, Dunbar Mutual; Dr. P. | 
M. H. Savory, Victory Mutual. 

A new public relations bureau set up 
at the convention will be in charge of 
all publicity work, with C. L. Townes, 
secretary, directing this work. 
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Defense Makes Hawaii 4 
Fertile Field, Agent Says 


The growing importance of Hawaii | 
as a defense outpost and as a Pacific 
air junction makes it a fertile field for 
the sale of life insurance, Scott 
Brainard of Brainard & Black, Hono- 
lulu, general agents for United States | 
Life in the islands, commented on a 
visit to the home office in New York. © 
The defense program has made Hono- © 
lulu. a boom town second only to | 
Washington and the city is fast rival- 
ing Kansas City as an air junction, be- 
ing a stop-over for the busy Clipper 
planes to Australia, New Zealand, the © 
orient and the south seas, he said. Tie ~ 
present boom is bringing civilians as ~ 
weil as military personnel to the islands © 
and the airline has been forced to in- | 
augurate an 18 hour Service to the | 
mainland. Mr. Brainard believes there 
are many permanent aspects to the ter- 
ritory’s growth that will outlive the 
boom. 

Mr. Brainard has been in business in 
the Islands for 15 years and serves as 
representative there for the Association 
oi Life Insurance Presidents. During 
the three years that Brainard & Black 
have represented the United States 
Life, they have placed more than $8,- 
000,000 of insurance in force and ex- 
tended service throughout the territory. 
Before returning to Honolulu, Mr. 
Brainard will vacation with his family 
in Idaho. He recently attended the 
graduation of his son, William, from 
Green Mountain Junior College in Ver- 
mont. 











The Kansas City office of the Equita- : 
ble Society will hold a regional meeting © 
at the Arlington Hotel, Hot Springs, 
Ark., Oct. 9-11 for the top 75 agents. 
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LIFE INSURANCE 


Stands Like a Rugged Oak, 


Alone in its Field 





fo are a number of different ways of providing an income for 
the years of retirement. 

When it comes to creating an estate for a family, which will assure 
enough income for them to live in comfort, Life Insurance has no 
competitors. 

Nothing but Life Insurance can expand a small annual payment 
into an estate of $10,000 or a small monthly premium into an income 
of $100 a month for ten, fifteen or twenty years. 

For example, the new Travelers LX-20 form when issued at 
age 30 provides $10,000 of Life Insurance for 20 years, $5,000 at a 
reduced cost for the next 15 years and $2,805 paid-up insurance after 
age 65. This at a cost of only $124.55 a year. Nothing but Life 
Insurance could take $124.55 and give a man’s family $10,000 if he 
should not outlive the year. 

Life Insurance, as a means of protecting the family, has no com- 
petitors. Nothing can take its place. Life Insurance stands like a 
rugged oak, alone in its field. 


The Travelers Insurance Company 


Hartford, Connecticut 
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Sue to Block 
Liberty Life Deal 
with B. M. A. 


Reinsurance of Liberty Life of To- 
peka into Business Men’s Assurance has 
been delayed due to court action in- 
stituted by Glenn Morris, former as- 
sistant attorney-general of Kansas, in 
behalf of his brother, W. B. Morris of 
El Dorado, Kan., owner of 2% shares 
of Liberty Life stock. It is alleged 
that the sale to B. M. A. would be 
prejudicial to the interests of the minor- 
ity stockholders of Liberty Life; it is 
alleged that Liberty Life is being sold 
to B. M. A. on the basis of $100,000 
cash payment and $200,000 to be paid 
from savings and mortality on policies 
of Liberty Life. The suit alleges that 
the officers of Liberty Life recently were 
offered $480,000. 

Stockholders of Liberty Life were to 
have acted upon the proposed sale at a 
meeting in Topeka last Friday. About 
40 persons were gathered in the room 
when Secretary C. L, Clark was served 
with a restraining order signed by Judge 
Kline and the session was recessed un- 
til Friday of this week. A hearing was 
also scheduled for this week on the ques- 
tion of a permanent injunction and ap- 
pointment of a temporary receiver for 
Liberty Life. 

Otis S. Allen, general counsel of Lib- 
erty Life, issued a statement to the 
effect that more than 80 percent of the 
stock, consisting of 30,000 shares, was 
represented at the stockholders’ meet- 
ing last Friday either personally or by 
proxy. He charged that the delay in 
the consummation of the deal is against 
the interests of all policyholders and 
stockholders. “We hope that this re- 
insurance may be accomplished because 
it is in the interests of both policyhold- 
ers and stockholders and free from the 
disastrous consequences of a receiver- 
ship.” 





Reserve Loan Life Using 
War Clause in Policies 


DALLAS—The Reserve Loan is the 
first Texas company to insert a war 
clause in its policies, although several 
other Texas companies have drafted pro- 
posed clauses which are now before the 
Texas department for approval. 

The Reserve Loan exclusion rider is 
applicable to all officers and men in the 
armed forces of any country; all mili- 
tary or naval reserve members, includ- 
ing active and inactive national guard 
members; all males registered under the 
selective service act who have been clas- 
sified in Class 1-A by their local draft 
boards; all unmarried civilian pilots, pri- 
vate pilots and the like who are under 
28 years of age, and college students in 
their third or fourth year of R. O. T. C. 
training. 

The rider limits liability in case of 
death in time of war or within six 
months thereafter, whether war is de- 
clared or not, as a direct or indirect re- 
sult of service in any air force or the 
air branch of any military or naval force 
of any country; as a direct or indirect 
result of service by the insured in any 
military, naval or air force of any coun- 
try; or as a result of non-combatant 
service in connection with any such 
military activity outside the continental 
limits of the United States and Canada. 


RIDERS APPROVED IN NEB. 


LINCOLN, NEB.—Practically all 
life companies licensed for business in 
Nebraska have secured approval by the 
Nebraska department of war risk rid- 
ers, but the department is without in- 
formation as to whether they are being 
attached to policies sold in the state. 
In the main they provide that liability 
shall be limited to reserves where death 
occurs as the result of war _ service, 
whether in a declared or undeclared war, 
or where it occurs from injuries re- 
ceived while in service within six months 
after termination of that service. 


Lumpkin Replaces Byrnes 
as Senator from S. C. 








ALVA M. LUMPKIN 


Alva M. Lumpkin, chairman of the 
board of American United Life of In- 
dianapolis, has been appointed United 
States senator from South Carolina by 
Governor Maybank of that state. He 
succeeds former Senator James F. 
Byrnes whose appointment to the Su- 
preme Court by President Roosevelt 
was confirmed recently. 

Senator Lumpkin has been long iden- 
tified with the life insurance. While 
serving as supreme chancellor of the 
Knights of Pythias he became one of 
the directors of the insurance depart- 
ment of that organization. Later when 
United Mutual Life was formed to take 
over this insurance, he was. elected 
chairman of the board and served until 
the merger in 1937 with American Cen- 
tral Life to form the American United 
Life. He was then elected chairman of 
the new board. 

Prior to his appointment as senator, 
Mr. Lumpkin was a United States fed- 
eral district judge in South Carolina, 
a position he accepted in 1939 when he 
resigned as partner in the law firm of 
Thomas, Lumpkin and Cain. Senator 
Lumpkin comes from a long line of dis- 
tinguished judges and has been very ac- 
tice in judicial, legislative and insurance 
2m His home is in Columbia, 





New Philadelphia Insurance 
Telephone Directory Ready 


The 1941 Philadelphia Insurance 
Telephone Directory has been com- 
pleted and copies are being mailed this 
week to the insurance people in that 
city. A new directory is published an- 
nually in July. 

The 1941 edition brings up-to-date 
the names, telephone numbers, company 
affiliations and addresses of those en- 
gaged in all phases of the insurance 


business in the Philadelphia metropoli-. 


tan area. Additional copies of the di- 
rectory can be obtained from THE 
NATIONAL UNDERWRITER, 1127 Fidelity- 
Philadelphia building, Philadelphia, Pa., 
Telephone: Pennypacker 3706. 


Expect Higher Lapse Rate 


As individual company experience un- 
der the soldiers’ and sailors’ relief act is 
limited, it is difficult to get more than 
theoretical views on the effect of the 
proposed extension of selective service 
duty on business on which relief has 
been sought. It is felt that the exten- 
sion of draftees’ service to two years 
will expose relief business to a higher 
lapse rate as the insured will have to 
repay two years’ premium instead of 
one and obviously the larger the loan, 
the less apt it is to be repaid. 





CIO Goes After 
Morris Siegel 


The Insurance Employes Guild, 
United Office & Professional Workers 
of America, CIO, 112 East 19th street, 
Room 805, New York City, has sent 
out under the caption, “Radio’s Little 
David Runs Into Slingshot,’ this re- 
lease: 

“Charges are being preferred before 
the State Labor Board that Morris H. 
Siegel, known as “The Insurance Coun- 
selor,’ and his brother Sam M. Siegel, 
partners in the business of the Policy- 
holders Advisory Council, 36 West 44th 
street, have engaged in anti-union prac- 
tices. The workers were recently or- 
ganized into the Insurance Employes 
Guild, a local of the United Office & 
Professional Workers of America, C.I.O. 

“The union accuses the Siegel brothers 
of instituting a reign of terror in this 
office, attempting to break the employes’ 
organization by threats of violence 
against some of them, by the discharge 
of eight workers (some of them mem- 
bers of the negotiating committee) and 
transfer of another to an out-of-town 
office, and a general attempt, by per- 
sonal interviews with the workers, to 
coerce each individual employe into 
leaving the union. 


Union Sought Contract 


“The union, which had organized the 
Siegel employes, asked the Siegels to 
negotiate a union contract. The Siegels 
immediately began their anti-union re- 
prisals, gave pay cuts to two union 
members, attempted to buy the loyalty 
of others by increasing their salaries, 
and by the firings and threats, all viola- 
tions contrary to the terms of the Wag- 
ner act. 

“Mr. Morris H. Siegel, self-termed 
‘The Insurance Counselor,’ has appeared 
before numerous legislative committees 
claiming to represent the interests of 
the people although it appears from 
his recent actions against his own em- 
ployes that he confuses his personal in- 
terests as being the people’s interest.” 





Great Northern Life Enters 
Over-Age Accident Field 


The Great Northern Life has entered 
the over-age accident field, primarily to 
provide a wider range of prospects for 
its agents in smaller towns. The new 
“security” accident policy, while, in- 
tended primarily for employed men ages 
60-70, also can be written for employed 
men in more hazardous occupations clas- 
sified as B and B* at the younger ages, 
at a higher premium, and for unem- 
ployed men and women and housewives 
under still another classification. 

On dismemberment, it pays monthly 
indemnity for 12 months for accidental 
loss of sight or any two members, six 
months for one member and four months 
for one eye. Total disability is covered 
for 12 months, with one-half partial for 
two months. Specified amounts will be 
paid for fractures and dislocations in- 
stead of monthly indemnity, if desired. 
Air travel as a fare-paying passenger is 
covered. Full indemnity is paid regard- 
less of any change of occupation. 





List Columbian National Leaders 


Leading agency of the Columbian Na- 
tional life for the first six months is 
the Midcity agency of New York, op- 
erated jointly by William Schlesinger 
and Adolph Sternberg. In second place 
is the Vogel agency of Newark. 

Topping all agencies for accident and 
health production is the George L. Dyer 
agency of St. Louis, one of the oldest 
of the company’s agencies, which has 


‘been a top ranking producer of accident 


and health business for years. 

Leader for personal production is 
William Schlesinger, New York, with 
his son, Harold Schlesinger, a close sec- 
ond. H. H. Nunamaker of Cleveland 
is third. 


Liberalizing of Coverage 
Beyond Terms of Contract 
Is Barred in Michigan 


LANSING, MICH.—The Michigay 
attorney-general’s department has pre. 
pared an opinion for Commissioner 
Berry holding it illegal to liberalize lif, 
coverages beyond the specific terms of 
a contract. The opinion is expected to 
create considerable controversy, particu. 
larly in the industrial life field, in which 
numerous carriers are said to have “mod. 
ernized” old contracts by making more 
liberal terms, written into new policies, 
applicable to the old policies as well. 

Apparently the only solution is to 
attach riders to policies specifically 
setting forth the added coverages or 
services. 


Prepared for Specific Case 


The opinion was prepared in the spe. 
cific case of John Hancock Mutual Life, 
which extended to policyholders having 
contracts dated earlier than Jan. 1, 1939, 
the privilege of a 10 percent refund of 
premiums if the insured paid premiums 
at the company’s office rather than toa 
collector who visited his home. Applica- 
tion of this privilege to older policy- 
holders, the opinion states, constitutes 
a violation of the section of the insur- 
ance code which reads in part: “Nor 
shall any such company ... offer, prom- 
ise, give, sell, or purchase any stocks, 
bonds, securities . . . or other thing of 
value whatsoever as inducement to in- 
surance or in connection therewith 
which is not specified in the policy con- 
tract.” 

“The words ‘in connection therewith, 
it seems to us, mean in connection with 
insurance and not in connection with 
inducement to insurance,” the opinion 
says. “The evil the statute is aimed at 
is the giving to policyholders of some- 
thing in addition to the policy not 
specified therein, as well as to the induce- 
ment to take out a policy. If an insur- 


ance company would give something of : 


value to a policyholder not provided for 
in the policy, it would offend this statute. 
It would also offend this statute to give 


something of value as an inducement : 


to take out the insurance.” 





Walter J. Bales, Jr., who has asked ia 


police to locate his 18-year old daughter, 
Leonore, is vice-president and treasurer 
of Midland Life of Kansas City. His 
daughter and a 19-year old boy eloped 
and were married at Olathe, Kan., but 
there was an annulment suit two days 
later. Mr. Bales told the police that the 


boy had come back to the Bales’ home © 


and taken his daughter away in Mr. 
Bales’ station wagon. 


CALLED TO SERVICE 











Paul Campbell of the Arda C. Bowser ~ 


agency of National Life of Vermont, 


Chicago, has been called to active duty © 


as a naval ensign and is stationed in 
Washington. 

George J. Burns, brokerage assistant 
in the Byron C. Howes agency of Berk- 
shire Life, Chicago, has reported to the 
induction station at Fort Sheridan, III, 
and is awaiting further orders. 


The Parsons general agency of Mu- | 


tual Benefit Life in Chicago has five 
agents now on active duty with the 
armed forces. Robert J. Clark, who 
has been stationed at Fort Eustis, Va., 
with battery “B,” 2nd coast artillery 
training battalion, has been transferred 
to Hawaii. 
who is stationed on the U. S. S. Nev- 
ille, who has been in Portland, Ore. 
and lately at Norfolk, Va., has now 
been ordered to duty on the high seas 
with destination unknown. 
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Ensign Clifford W. Miller, j 


William Warner, six years with Con- 7 


necticut General in group work, two 


years group sales manager with Kan- © 


sas City, has enlisted in the air corps 
and left for Phoenix, Ariz., to enter the 
air school there. 
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The next five-week session begins on July 28, 1941 


the 4 Write to the ATNA LIFE INSURANCE SCHOOL * HARTFORD, CONNECTICUT or booklet. 
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RECORDS 


National Life, Vermont—A gain of 22 
percent in new business was shown for 
the first half of 1941. The increase in 
insurance in force was $12,894,194, 
bringing the total to $587,972,000. 


Manhattan Life—Production for June 
was up 36 percent and terminations 
were 31 percent less than for June, 
1940. The gain in insurance in force 
was $1,142,425. Mortality for the first 
six months was the lowest on record. 


West Coast Life — The goal of 
$125,000,000 insurance in force, set as 
the objective for this year, has been 
accomplished. The first six months new 
paid business was more than $8,000,000 
over the same six months of 1940. The 
increase in insurance in force is more 
than $3,000,000. 

The high record of production has 
resulted in the largest number of quali- 
fications for the Catalina Island con- 
vention Sept. 3-5 in many years. 


Bankers Life, Neb.—New business 
for the first six months increased 33.2 
percent. June production far surpassed 
June, 1940, which is especially signifi- 
cant as May, 1941, was the biggest 
month in paid production of new busi- 
ness in the company’s 54-year history. 


Sun Life of Maryland—lInsurance in 
force has increased by more than $6,000,- 
000 in the last six months. It has passed 
$150,000,000 mark in insurance in force. 


_ Shenandoah Life—Gain in insurance 
in force for the first half of 1941 was 
$17,883,002, making the total of insur- 
ance in force $232,343,326. These totals 
as well as the individual totals for or- 
dinary and group established new com- 
pany records. 


Burr & Thomas agency, Fidelity Mu- 
tual, Philadelphia—A gain of 300 per- 
cent in new paid business was shown for 
the fiscal year. Eight agents have been 
added since July 1, 1940, and brokerage 
business has increased considerably. 

Donald 0. McLeran agency, New Eng- 
land Mutual Life, St. Paul—In first six 
months gained 192 percent in paid for 
business over the same period last year. 
This was the greatest percentage gain 
of all of the company’s agencies. 

H. Allen Nye agency, Equitable Society, 
Denver—Reports 20 percent increase in 
paid volume exclusive of group for the 
first half of 1941. The group volume 
was five times that of the period in 1940. 
The agency added 11 new members dur- 
ing the six months. 


Oral J. Chrissinger, general agent for 
State Mutual Life in Kansas City, has a 
100 percent increase in business for the 
first six months. 














Heads Cleveland Unit 


C. F. Lutz, Equitable Society, is the 
new president of the Cleveland C. L. U. 
The new vice-president is E. A. Inkley, 
Aetna Life; G. P. Hanawalt, Equitable 
of Iowa, treasurer, and Paul Field, Na- 
tional Life, secretary. 

An afternoon of golf was enjoyed de- 
spite drenching rain. 

In the absence of Mr. Hanawalt, the 
chairman of the educational committee, 
who was attending his company’s con- 
vention at Banff, Mr. Field read an ex- 
cellent report for him. In commenting 
on the regular educational courses, the 
most important development was the ar- 
rangement for all C. L. U. educational 
classes to be handled as part of the reg- 
ular curriculum of Cleveland College. 
Announcements of 1941-42 courses will 
appear in the college bulletin. 





Win General American Trophy 

The General American Life Presi- 
dent’s trophy for the three-month pe- 
riod ending June 30, has been awarded 
for the second successive time to the 
Leo R. Schuster agency in El Paso, 
Texas. This award is made each quar- 
ter to the agency or branch producing 
the highest increase in ordinary, group, 
and A. & H. over the corresponding pe- 
riod of the previous year. 


St. Nick 














N. M. DE NEZZO 


N. M. DeNezzo, field supervisor of 
Aetna Life, is in the midst of his busiest 
season of the year. He is officiating at 
the three regional conferences of the 
Aetna Life “regionnaires,” the second of 
which gets under way Monday at Mack- 
inac Island in Michigan. Mr. DeNezzo 
is known to the entire convention group 
as “Nick” and he is a man that attends 
to the countless convention details which 
in the aggregate mean so much to the 
welfare of the group and the success of 
the day. He is very skillful in this 
work and his attentiveness is appreciated 
by all. 


Northwest Texas Group Elects 


AMARILLO, TEX. — Don Wyatt, 
Franklin Life, was elected president of 
the Northwest Texas Association of 
Life Underwriters at a meeting here. 
Other officers are: E. R. Archambeau, 
Security Life & Accident, vice-presi- 
dent; C. L. Copeland, Southwestern 
Life, secretary-treasurer, and Jeff Bear- 
den, Franklin Life; Luke Lloyd, Kan- 
sas City Life; Maude V. Cook, Con- 
necticut Mutual, and Abe Martin, Busi- 
ness Men’s Assurance, directors. 

L. E. Bradford of the Amarillo social 
security board, stated in a talk that 
average payments to primary bene- 
ficiaries in the Amarillo area now ap- 
proximate $23 a month. J. C. Leissler, 
editor “Southwest Insurer,” also spoke. 








Metropolitan Names Two in Mass. 

NEW YORK—A. D. Maddalena, 
formerly manager of Metropolitan 
Life’s Westfield, Mass., district, has 
been transferred to Everett, Mass., suc- 
ceeding Harry Segool, transferred to 
Rhode Island. 


Mr. Maddalena joined Metropolitan 
in 1924 as an agent in Boston. Pro- 
moted to assistant manager in less 


than a year, he was manager at Glou- 
cester, Mass., for eight years. 

W. A. Flynn, formerly district man- 
ager in Providence, R. I., 
transferred to Westfield. 

Mr. Flynn joined Metropolitan in 
1930 as an agent in Boston. He was 
appointed manager in 1939. 


Good Results on New Approach 


The Mutual Trust Life is getting 
very results on a new family income 
approach folder which the agent uses 
as a visual selling piece. It has an ac- 
cordion fold and at each step of the 
sale there is a picture and text which 
the agent reads in his presentation. 
Blank checks are inserted in color over 
the pictures so the agent can insert the 
name of the prospect and the amount 
which will be paid as a cleanup fund, 
monthly income and retirement. Actual 
tables of proceeds and rates are used 
so that the agent doesn’t have to fumble 
in his rate book to give the prospect 





the exact figures as his sales talk 
progresses. 


Ruling on Credit Life Writing 

Companies affected have been advised 
by Commissioner Berry of Michigan of 
a new ruling on licensing of employes 
of financial institutions as agents for 
life companies issuing credit life insur- 
ance in an optional form to individual 
borrowers, as distinguished from credit 
group life insurance. 

The ruling permits licensing of em- 
ployes of banks or other financial houses 
to take applications for credit life in- 
surance and collect premiums on such 
policies, where they are issued coexten- 
sively with the making of loans. How- 
ever, such employe-agents must confine 
their insurance writing to this particular 
form of insurance and must receive no 
commissions or other remuneration for 
taking the applications and collecting 
premiums, nor can the life companies 
writing this class of business remunerate 
the financial institutions involved. The 
employe-agent must be a sub-agent of 
a duly licensed resident agent of the 
company issuing the credit life insur- 
ance, who is engaged full time in the 
insurance business. 








A joint golf tournament. for general 
agents and managers in St. Paul and 


—! 


Phillips Is New President 
of Detroit C. L. U. Chapter 


DETROIT—H. N. Phillips, manage; 
group department Sun Life, was ad. 
vanced from vice-president to president 
of the Detroit C. L. U. chapter at the 
annual meeting. He succeeds R. E£, 
Stringer, State Mutual. 

L. L. Mackey, Home Life, was elected 
vice-president and J. R. Kennedy, New 
England Mutual, treasurer. M. E. Ten. 
Brook, Mutual Benefit, was reelected 
secretary, a post she has held since the 
organization of the chapter. 

The executive committee consists of 
the officers and the committee chair. 
men: W. Mandell, Northwestern 
Mutual, membership; G. Lackey, 
Massachusetts Mutual, public relations: 
J. R. Kennedy, finance; E. P. Balkema, 
Northwestern National, contact; B. H, 
Micou, New England Mutual, by-laws: 
R. E. Stringer, nominating; L. L. Mac- 
key, program. 








Minneapolis will be held July 22. Dur- 
ing the day newly elected officers of 
the state association of life underwrit- 
ers will be installed. 

The Nashville C. L. U. chapter at its 
July meeting discussed plans for the 
1941-1942 study class. 
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“Berkshire Life contracts cer- 
tainly are easier to sell!” 














































Berkshire Life stands among leading companies in the wide variety 
and broad diversity of its policy contracts and plans of insurance. 
Berkshire issues all approved forms of policy contracts—adult and 
juvenile—that are designed and best adapted to meet fully and satis- 
factorily the requirements of safe, sound and full financial security and 
protection of its policy-owners and their beneficiaries. 

If your sales kit does not contain this complete modern group of 


“You're right—Berkshire has a 
plan for every desire, a policy for 
every need, and a premium for 
every budget!” 


policies, communicate with our nearest general agent. 


Ash, any BERKSHIRE Associate 
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F. H. RHODES, President 
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Warren Baltimore 
General Agent 


State Mutual Life has appointed 
Harry I. Warren general agent in Bal- 
timore. He succeeds John .W. Boyn- 
ton, whose long and efficient service to 
the company ended June 30. 

Mr. Warren, who is just over 30, has 





HARRY I. WARREN 


been in life insurance as agent, assistant 
supervisor and supervisor since his 
graduation in 1935 from the school of 
business economics of Johns Hopkins 
University. A member of his company’s 
leaders club while a personal producer, 
Mr. Warren was advanced to assistant 
supervisor in 1938 and less than a year 
later was made supervisor, his unit pro- 
ducing close to $1,000,000 in 1940. He 
has addressed company conventions and 
association meetings. 








Hearing on Mutualization 
of Bankers Life, Neb., Starts 


LINCOLN, NEB.—Trial was begun 
Tuesday on application of the Bankers 
Life of Nebraska for court approval 
of its mutualization plan announced 
some months ago. All of the $500,000 
stock has been assigned to trustees, who 
issued to the owners serial trust certifi- 
cates. The stockholders grant to the 
trustees an irrevocable option to pur- 
chase these certificates at a price which 
will pay them $600 for each such share 
assigned, with a premium measured by 3 
percent less dividends paid. When all 
trust certificates have been purchased by 
the trustees, they will vote all of the 
stock to amend the charter and change 
over to the mutual plan. During that 
period the trustees will vote the stock 
for all purposes. 

Legal representatives of three policy- 
holders entered objections, not to mu- 
tualization, but to some features of the 
plan. C. Petrus Peterson, general coun- 
sel, said the management believes the 
stock company plan in which all stock- 
holders take part in the management is 
the ideal form of life insurance organ- 
ization, but deaths and acquisition of 
stock by heirs unconnected with the 
management, who look upon it as an in- 
vestment rather than a trusteeship, 
forced consideration of mutualization. 

Mr. Peterson said that under the plan 
stockholders are asking but 60 percent of 
their present equity in funds, that $3,- 
000,000 of free surplus is now available 
for dividends, but that the plan contem- 
plates the distribution to the stockhold- 
ers of this sum over a period of years, 
leaving safe margins. As 62 percent of 
its policies are now participating policies, 
a long step toward mutualization already 
has been taken. 

Two. New York consulting actuaries, 
J. B. Sharp, selected by the Nebraska 
department, and E. B. Fackler, named 


Form of Sound Health 
Clause at Issue in N. Y. 


ALBAN Y—The appellate division de- 
cision upholding Superintendent Pink’s 
right to bar a form of industrial policy 
filed by John Hancock, reported in last 
week’s issue, involved a form of sound 
health clause which followed the old 
sound health clause considerably more 
closely than the new code permits. Sec- 
tion 163 of the new code permits a com- 
pany to contest payment ofan industrial 
policy on unsound health grounds only 
when the insured received institutional, 
hospital or medical care and it can not 
be shown that treatment was for minor 
causes or for reasons not material to 
the risk. 

John Hancock contended that the su- 
perintendent invaded its constitutional 
rights and violated the “due process” 
clause of the constitution. The decision 
does not interfere with the company’s 
operations in New York state, as an al- 
ternative form of sound health clause 
was approved some time ago. 





Aetna’s June Accident Campaign 


The June accident insurance cam- 
paign of the Aetna Life group brought 
in about four times the normal volume 
of business. The highest number of 
applications, 113, was turned in by Guy 
L. White of the Fred E. LeLaurin 
agency, New Orleans. The volume 
prize was won by A. G. Love, William 
street agency, New York City, with 
$3,291. The average premium during 
the contest was within $1 of the annual 
average of the company, and the busi- 
ness was of unusually high quality. 


Many Hartshorn Endorsements 


“Endorsements for W. W. Hartshorn 
as a trustee of the National Association 
of Life Underwriters are being re- 
ceived from associations all over the 
United States, and we are tremendously 
gratified at the fine response his candi- 
dacy has ‘ aroused,’ said John UH. 
Thompson of Hartford, chairman of the 
sponsoring committee, in reporting on 
the progress of Connecticut's candidate 
for trustee. “The number of endorse- 
ments at this early date are already well 
ahead of the many Mr. Hartshorn re- 
ceived last year,” he said. 

Mr. Hartshorn was recently elected 
president of the Connecticut State As- 
sociation of Life Underwriters. He is 
rr aaa for Metropolitan Life in Hart- 
ord. 








New Chicago Committees Named 


President Walter N. Hiller of the Chi- 
cago Association of Life Underwriters, 
has announced appointments as commit- 
tee chairmen of: 

Advertising and public relations, F. J. 
Budinger, Franklin Life; advisory coun- 
cil, Frederick Gould, New England Mu- 
tual; bulletin, John D. Moynahan, Met- 
ropolitan; business practices, Marc A. 
Law, National Life; by-laws, John D. 
Moynahan; community fund and U. S. 
O., B. H. Groves, Travelers; co-opera- 
tion with attorneys, John O. Todd, H. 
S. Vail & Sons; cooperation with credit 
men, John O. Todd; December meeting 
J. H. Sherman, W. A. Alexander & Co.; 
educational, George L. Grimm, North- 
western Mutual; finance, R. J. Curry, 


Aena Life. 
Also: Legislation, P. B. Hobbs, 
Equitable Society; library, Jeannette 


Phillips, Massachusetts Mutual; mem- 
bership, J. F. Ramsey, Home Life; 
movie, Earl Juers, State Mutual; music 
and entertainment, Jeannette Phillips; 
national convention attendance, John M. 
Caffrey, John Hancock; program, Louis 
Behr, Euitable Society; publicity, Ear] 
Juers; reception, Richard C, Frasier, 
Great-West; resolutions, Louis Behr; 
sales clinic, Charles J. Zimmerman, Con- 
necticut Mutual; sales congress, George 
Huth, Provident Mutual; speakers bu- 
reau, Wm. E. North, New York Life; 








by the policyholders, are to testify in the 
case. 


trust company cooperation, H. K. Nick- 
ell, Connecticut General. 

The Chicago association ended the 
year with 2,110 members, according to 
the final June 30 report to the National 
association. This figure is an all-time 
high for Chicago. 


Bar Association Fights Mellor 


The Philadelphia Bar Association has 
brought charges that Sigourney Mellor 
& Co., general agency is unlawfully 
practicing law in drawing up wills and 
trust agreements. 


Bay State Tax Exemption 


Under a measure just signed by Gov- 
ernor Saltonstall foreign insurers oper- 
ating in Massachusetts are exempt from 
personal property tax. 


Reelect at Clarksburg 

CLARKSBURG, W. VA.—Vaughn 
M. Kerr, Equitable Society, president 
and other officers of the association here 
were reelected. 











Three insurance men are members of 
the Connecticut Defense Savings Staff 
Advisory Committee. They are Morgan 
B. Brainard, president of Aetna Life; 
C. W. Van Beynum, publicity manager 
of Travelers, and Anthony Sunderland, 
vice-president of Thomas A. Settle, Inc. 


Convention Dates 


July 14-25, American Life Convention, 
Life Officers Investment Seminar, Indi- 
ana University, Bloomington. 

July 28-30, Federation of Insurance 
Counsel, Saranac Inn, N. Y. 

Sept. 3-5, International Association of 
Insurance Counsel, hite Sulphur 
Springs, W. Va., Greenbrier hotel. 

Sept. 8-10—International Claim Asso- 
ciation, Atlantic City. Ambassador Hotel. 

Sept. 15-19—National Association of 
Life Underwriters, Cincinnati, Gibson 
Hotel. 

Sept. 22-25, National Fraternal Con- 
gress, San Francisco, St. Francis hotel. 

Sept. 25-26, Actuarial Society of 
America, Seignory Club, Quebec. 

Sept. 25-27—Institute of Home Office 
Underwriters, Chicago. Edgewater Beach 
Hotel. 

Sept. 29-Oct. 1—Life Office Manage- 
ment Association, Netherland Plaza, Cin- 
cinnati. 

Sept. 29-Oct. 1, Life Advertisers Asso- 
ciation, Hotel Statler, Boston. 

Oct. 6-9, American Life Convention, 
Edgewater Beach Hotel, Chicago. 

November 3-5, Life Insurance Sales 
Research Bureau and Association of Life 
Agency Officers joint meeting, Toronto, 
Royal York Hotel. 

Dec. 8-10, National Association of In- 
surance Commissioners, mid-winter 
meeting, New York, Hotel Pennsylvania. 

Dec. 11-12, Life Presidents Association, 
New York, Waldorf-Astoria. 











“Here are just four reasons why!” 





® Home Office TRAINING SCHOOLS, with two weeks of intensive 
study, are part of the development program for promising Guarantee 


Mutual Life men. 


Our next agency CONVENTION will be. held next 


January at Hollywood-by-the-Sea, Florida. 


@ Guarantee Mutual Life FIRST-YEAR COMMISSIONS are liberal 
on both a percentage and on a dollar-and-cents basis, and have not 
been reduced to justify a reallocation of renewal commissions or the 


initiating of a retirement plan. 


@® RENEWAL COMMISSIONS during the first, second and third 


renewal years are “doubled up” 


mission. 


without sacrifice of first-year com- 


@ Guarantee Mutual Lifes INCOME CONTINUANCE PLAN re- 
quires no contribution by the agent, and has been set up to embody 
both death benefits and non-forfeiture values before Age 65. 


Write A. B. Olson, Agency Vice-President 


for details of our 


“BUILDERS OF MEN” Agency Plan 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
Organized 1901 
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An Eye-Opener from the Fire Field 


A REMARK made the other day by a 
prominent fire insurance agent may 
serve as a basis for some thought on 
the part of life insurance men. This 
agent was berating the life companies 
because his participating life policies 
were bringing him practically no divi- 
dends whatever, though they had been 
in force quite a few years. He was 
well aware that it was because they 
contained the old disability feature... In 
fact he felt he had an added grievance 
in the company’s suggestion that he 
drop the disability provision and obtain 
the same dividend scale as that being 
paid the non-disability policyholders. 
He stated the reaction of the policy- 
holders in his city was so strong that 
it was a good thing for the agent who 
had sold the bulk of this business that 
he had been transferred to another city. 

Several conclusions may be drawn 
from this fire agent’s attitude. First, 
since such incidents are by no means 
rare, it might be well for the life in- 
surance business to make a special ef- 
fort to cultivate agents in the general 
insurance field. Most of them have no 
connection with life insurance but to the 
public insurance is insurance. Conse- 
quently a fire insurance agent, even 
though he has no more than a layman’s 
knowledge of life insurance, carries far 
more weight with the public than some- 
one who is not presumed to have any 
knowledge of insurance. Incidentally, 
some of them might be sales prospects. 
Some life insurance agents are success- 
ful in specializing in selling to general 
insurance men. 

The next obvious implication in the 
fire agent’s remark is that if a man 
whose business is built on the principle 


that the experience governs the insur- 
ance cost and that enough premium 
must be collected to pay the total of 
losses can’t readily perceive the justice 
of letting those who enjoy the benefit 
of a more liberal type of coverage pay 
a larger share of the extra cost what 
must be the attitude of the public at 
large? 

It is undoubtedly true that payment 
of a lower dividend scale to policyhold- 
ers having the old disability benefits has 
caused considerable grumbling among 
policyholders. Some of this dissatisfac- 
tion has probably been aggravated for 
competitive reasons. Some agents hon- 
estly feel that differentiating in divi- 
dends is unjust. 

It might be worth while to make sure 
that all policyholders receiving reduced 
dividends on account of their disability 
provisions. understand clearly just why 
this is done, that the procedure was ap- 
proved by New York’s highest court, 
and that where the presence of unduly 
liberal disability feature in a_ policy 
causes experience to be unprofitable it 
is only equitable to allocate the loss, so 
far as is possible, to the class of busi- 
ness causing the loss. In the same way, 
an epidemic such as in 1918, might pro- 
duce such large negative mortality sav- 
ing as to cancel out the contributions to 
dividends from other sources. 

Thus neither in principle nor as a 
practical matter do those receiving the 
lowered scale of dividends need to feel 
ill-used. The reasoning supporting the 
New York court’s decision appears un- 
assailable, while those who don’t want 
to continue their disability coverage 
have no trouble dropping it and receiv- 
ing the full dividend scale. 


Cooperation of All Branches of Insurance 


RECENT statements by President John 
A. Diemand of the Insurance Company 
of North America group, who pointed 
out that the public relations problem 
of the fire and casualty business is a 
common one, and by President Holgar 
J. Johnson of the Institute of Life In- 
surance who outlined 10 public relations 
objectives which are common to all 
branches of insurance, coupled with a 
hint from Ralph. H. Blanchard, profes- 
sor of insurance at Columbia University, 
that the fire and casualty ‘business 
should get itself ready for any sort of 
investigation which may be ahead, bring 
to mind a startlingly accurate prophecy 
made more than a decade ago by Noel 


Sargent, secretary of the National As- 
sociation of Manufacturers in an inter- 
view in THE NATIONAL UNDERWRITER. 
Mr. Sargent predicted that govern- 
ment invasion in the field of private 
business would come via the insurance 
business. He was uncertain’ which 
branch would be the first to be attacked 
but believed it would be life insurance. 
This was in the days before the new 
deal and many thought Mr. Sargent and 
the N.A.M. were unduly excited about 
threats to private business. But the 
planned economy movement, which was 
later to flower into the new deal was 
already under way and Mr. Sargent, a 
realistic observer, could see how well 


an attack on the insurance business 
would fit in with the planned economy 
experts’ objectives. 
There are widely varying views in all 
branches of the insurance business as to 
what extent if at all, the entire business 
should cooperate in the matter of pub- 
lic relations. As Mr. Diemand pointed 
out, approximately two-thirds of the 
business written by stock fire insurance 
companies is done by fire companies 
having casualty affiliates and casualty 
carriers affiliated with fire companies. 
There seems to be good reason for re- 
garding public relations as a joint prob- 
lem of the fire and casualty business, 
for to a great extent identical interests 
are involved. To what extent the situa- 
tion warrants cooperation between the 
property insurance business on the one 
hand and life insurance on the other is 
a question to which the answer is much 


less clear. 

One point alone, however, would seem 
to make the idea worth investigating. 
That is the virtual certainty that if the 
Paul vs. Virginia decision were over- 
ruled to permit federal supervision of 
one branch of insurance it would not be 
long before the federal camel got into 
the other insurance tents as well. 

It might be that only the sketchiest 
sort of liaison would be necessary in 
the interest of cooperation between prop. 
erty insurance and life insurance for it 
seems probable that in spite of their 
similarities the two great divisions of 
insurance are so different in almost 
every respect that there would be little 
to be gained by a joint public rela- 
tions program. Yet it has probably 
never been so true as it is today that 
the fortunes of each division are tied 
up with those of the other. j 








PERSONAL SIDE OF THE BUSINESS 





Mr. and Mrs. L. E. Hillemeyer of 
Lexington, Ky., have issued invitations 
to the marriage of their daughter, Anna 
Bain, to William Thomas Earls of Cin- 
cinnati, Aug. 2 at 11 o’clock in St. Paul’s 
Church. Mr. Earls is Cincinnati gen- 
eral agent of the Connecticut Mutual 
Life. His father is William A. Earls, 
well known local agent of Cincinnati. 
His twin brother is Thomas William 
Earls, vice-president of the Earls-Blain 
Agency of Cincinnati, of which his 
father is president. Another son, John 
B.. Earls, is treasurer of the agency. 


Ty Cobb, former baseball great, re- 
cently paid a visit to his cousin, C. B. 
Crawford, vice-president of Washing- 
- National, at his home in Evanston, 
ll. 


Miss Ann Lounsbury, daughter of 
R. R. Lounsbury, president of the Bank- 
ers National Life, at the commencement 
exercises of Smith College was awarded 
the B.A. degree. 


H. L. Gundersdorff, agency organizer 
of Mutual Life in Newark and treasurer 
of the Life Supervisors Association of 
Northern New Jersey, has been elected 
grand knight of St. Mary’s Council, 
Knights of Columbus, at Nutley, N. J. 


R. E. Irish, president of Union Mu- 
tual Life of Portland, Me, has been 
elected a director of Mutual Fire In- 
surance Company of Saco, Me. 


E. J. Quinn, director of group insur- 
ance of London Life, has been ap- 
pointed director of payroll savings divi- 
sion of the Canadian War Savings Com- 
mittee. He succeeds John Romig, 
Canada Life, who has returned to his 
duties with that company in Toronto. 
The London Life has extended Mr. 
Quinn’s leave of absence so that he 
might take over this work. He has been 
identified with the war savings move- 
ment from its inception, having pio- 
neered in eStablishing the plan in 
Ontario. 


Albert B. Irwin, Northwestern Mu- 


‘tual general agent at Oklahoma City, 


who has been confined to the hospital 
for several weeks, is convalescing rap- 


idly and expects to be back at his desk 
soon. ° 

Stuart Harlowe, Laliaville manager 
of National Surety, and John Y. Hamil- 
ton, Louisville manager of New York 
Life, were both knocked unconscious, 
and a caddy was killed when lightning 
sie the foursome in which they were 
playing at the Audubon Country Club, 
Louisville. Mr. Harlowe came around 
quickly, but Mr. Hamilton was out for 
about 30 minutes. Both men were at 
their offices this week but admitted they 
had the jitters from the shaking up. 

Col. and Mrs. Vernon D. Rooks are 
the parents of a daughter, Kathryn 
Biythe. The colonel is assistant director 
of insurance of Kentucky. This is the 
second daughter in the family. The first, 
Mary Presley, is two years old. 

Four members of the family of A. B. 
Duellman, district manager John Han- 
cock Mutual Life, Minneapolis, were 
killed in an automobile collision near 
Brainerd, Minn. Mrs. Duellman, her 
mother, Mrs. A. Ryan, and two of the 
Duellman children, Donald,* 18, and 
Doris, 13, are dead. Mr. Duellman and 
his remaining son, Anthony, are in a 
hospital at Brainerd seriously injured. 
Mr. Duellman has_ been Minneapolis 
manager of John Hancock since 1938. 
Before that he was with the company 
in Detroit. He served as_ secretary- 
treasurer of the Minnesota Association 
of Life Underwriters the past year. 


A son has been born to R. Wayne 
Allison, general agent Monarch Life, 
Chicago, and Mrs. Allison. This is the 
Allison’s second child, the first being a 
girl. 

Commendation for “presence of mind 
and faultless piloting that undoubtedly 
prevented loss‘ of life -and valuable equip- 
ment” was received by: the late Lieut. 
S. L. Morton, Jr., son of the St. Louis 
general agent of Connecticut Mutual 
Life, just three days before he was killed 
in a plane crash near Mountville, Ga. 
The commendation was signed by Brig. 
Gen. Brereton. 

Clayton Mammel, home office general 
agent of Farmers & Bankers Life, Wich- 
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ita, has been named campaign chairman 
of the Community Chest drive there. 
Riley G. Cunningham, Metropolitan 
manager, is president of the Wichita 
Chest. 

. R. Kerman, manager of publicity 
Pacific Mutual Life, will be a member of 
the discussion panel on public relations 
at the University of California at Los 
Angeles Aug. 24-9, under the auspices of 
the American Council of Public Rela- 
tions. 

Mrs. O. D. Douglas, wife of the San 
Antonio general agent of Lincoln Na- 
tional Life, is making satisfactory prog- 
ress in her recovery from injuries re- 
ceived in an automobile accident a few 
weeks ago. 





DEATHS 





Frederick L. Stinson, 78, died at his 
home in Portland, Ore., after a short 
illness. Until his retirement a few years 
ago he was Portland manager of the 
accident and- health department of 
Pacific Mutual Life, a post he held for 
more than 30 years. 


William G. Brown, 73, one of the or- 
iginal incorporators and for 44 years su- 
preme auditor of Equitable Reserve of 
Neenah, Wis., died there. Mr. Brown 
served on the finance and executive 
committees of the company and was 
chairman of the board of the National 
Manufacturers Bank in Neenah. 


H. E. Rickard, formerly general 
agent of Minnesota Life in Los An- 
geles, who retired four years ago, died 
at his home in Glendale, Cal. 


M. J. Ryan, 73, for 20 years an in- 
spector for the Prudential in Los An- 
geles, died from pneumonia. 

James Ledy, 67, veteran Aetna Life 
agent in Chicago, died. He started with 
Aetna Life 28 years ago under the laie 
Percy D. Smith, then general agent. 
Two days before his death he com- 
pleted an application establishing an 
office record of 804 consecutive weeks 
of production. Mr. Ledy had been an 
Aetna regionnaire each year since the 
movement was founded 13 years ago. 
He had been making plans to attend 
the coming Aetna regional at Mackinac 
Island. His only son, Byron, died re- 
cently. 

Lee MacDonell, 65, with the Sun Life 
of Canada at Jacksonville, Fla., died 
there. He served as president of the 
Jacksonville Life Underwriters Associ- 
ation in 1937. 


F. W. Moller, 62, Indianapolis gen- 
eral agent of Business Men’s Assu-- 
ance, died at his home there. He had 
oo a resident of Indianapolis since 
923. 


A. J. Van Page, 68, of the Warren 
Woody agency Equitable Society, Chi- 
cago, died. He had been with the com- 
pany since 1928, serving for a time as 
an assistant manager. An ordained 
minister, he divided his time between 
the pulpit and insurance. 

George R. Wilson, 59, who had been 
with W. A. Alexander & Co., Chicago, 
general agents of Penn Mutual Life, for 
nearly 10 years died at his summer home 
at Glen Lake, Mich. He was formerly 
advertising manager for A. W. Shaw & 
Co. and made an unusual success when 
he entered life insurance in selling an- 
nuities. He was a close friend of Wade 
Fetzer, president W. A. Alexander & 
Co., both living in Hinsdale. Mr. Wil- 
son was a former chairman and mem- 
ber of the board of trustees of Olivet 
College. 

R: K. Tindall, 45, Excelsior Springs, 
Mo., died there. He-was one of the 
leading agents of the Aetna Life office 








_ AGENCY MAN AVAILABLE 
Experienced in office, field and agency work. 
Excellent appearance and i 
agency problems with good judgment. 
to connect with Home Office of well established 
life company. Married, age 40, can travel. Ad- 
dress Box N-74, The National Underwriter, 175 
W. Jackson Blvd., Chicago, Ill. 








in Kansas City, qualifying for the re- 
gional convention each year for several 
years. 

Clarence C. Horne, 60, associate gen- 
eral agent of the New England Mutual 
Life at Springfield, Mass., died at his 
home in Longmeadow, Mass. 

H. H. Knox, 60, in insurance work 
since 1898, died in Pine Bluff, Ark. He 
had been in poor health for six years. 
He was for 25 years a member of the 
firm of Knox & Bedell, representing 
New York Life. 

James W. Glover, who organized the 
famous actuarial course at the Univer- 
sity of Michigan in 1902, and who re- 
tired as, professor of mathematics and 
insurance there in 1938, died at Ann Ar- 
bor, Tuesday of this week at the age of 
73. Professor Glover had a great fol- 
lowing throughout the insurance busi- 
ness. The group of Michigan graduates 
who hold actuarial positions in insur- 
ance companies and in other positions 
throughout the country is an impressive 
one. A few years ago at the time he 
became professor emeritus at the Uni- 
versity of Michigan his former students 
gave him a magnificent dinner in Chi- 
cago at the time of the annual meeting 
of the American Institute of Actuaries. 

The organization of the actuarial 
course in Michigan was undertaken by 
Professor Glover in 1902, largely at the 
instance of the late E. Jay Wohlgemuth, 
who was president of THE NATIONAL 
UNDERWRITER, Mr. Wohlgemuth started 
the “Western Underwriter” and then 
after it had gotten under way, he re- 
sumed his studies and went to the Uni- 
versity of Michigan. 

Mr. Wohlgemuth formed an attach- 
ment for Professor Glover, who was in 
the mathematics department and he 
urged him to introduce an insurance 
course, which was done. Mr. Wohlge- 
muth attended that course. 

Professor Glover was born at Clio, 
Mich., and he graduated from the Uni- 
versity of Michigan in 1892. He pro- 
ceeded to get higher degrees at Harvard 
University and in 1895 was annointed 
instructor in mathematics at the Univer- 
sity of Michigan. He became senior in- 
structor in 1899, assistant professor of 
mathematics and lecturer on insurance 
in 1903, and in 1906 became junior pro- 
fessor of mathematics and insurance. 

Professor Glover served as expert to 
the Royal Comniission on Insurance of 
Canada in 1906, as consulting actuary in 
the Wisconsin legislative insurance in- 
vestigation Committee in the same year 
and in the Wisconsin legislative joint 
committee on banks and insurance in 
1907. ; 

Professor Glover was a charter mem- 
ber of the American Institute of Actu- 
aries. He was a fellow of the Actuarial 
Society of America, of the American 
Statistical Association and of the-Amer- 
ican Mathematical Association. 





Head Midland Mutual Producers 


Harold J. Plack, general agent at 
Peoria, Ill., has earned the presidency 
of the President Club of Midland Mu- 
tual Life. William W. Whipple and Sam 
B. Garwood, general agent at Columbus, 
O., became vice-president and secretary 
respectively. ‘ 

George O. Riétz, Columbus, O., is 
president ‘of the Leader Club. Robert 
H. Oberdorf, Sunbury, Pa., is vice- 
president, and Charles A. Robertson, 
Mansfield, O:, is secretary. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 185 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of July 14, 1941 














Par Div. Bid Asked 
Aetna Life .... 10 1.40* 27% 29% 
Conn. Genl. . 0 .80 7 29 
Contl. Assur 10 2.00 34 36 
Life & Cas..... .50 10 11 
Lincoln Natl.... 10 1.40* 29 31 
New World Life 10 -30 3% 4% 
N. W. Natl. Life 7.50 .30 9 10% 
Ohio Natl. Life. 10 1.25 27 28% 
Old Line Life... 10 .60 10 12 
"TPR VOIOTE 6.2.0: 100 16.00 395 415 


Wis. National.. 10 
*Includes extras. 
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NEWS OF THE COMPANIES 





Ohio National 
Program Given 


Official notice of the plan of mutual- 
ization of Ohio National Life was sent 
out from the home office Monday of this 
week. A copy of the formal resolution 
of the directors was enclosed. Under 
the plan the directors or executive com- 
mittee are directed to purchase from time 
to time, as funds are available, the 
shares of stockholders at a price of $40 
per share. The amount of funds avail- 
able for such purchases and the number 
of shares to be purchased shall be de- 
términed by the directors or the execu- 
tive committee each year on or before 
Feb. 1. The shares to be purchased 
shall under the supervision of the di- 
rectors or the executive committee and 
the insurance superintendent of Ohio, be 
selected by lot, provided that the com- 
pany may at any time purchase shares 
in the open market or otherwise for a 
price of less than $40. Written notice 
of selection by lot shall be given to 
each stockholder whose stock has been 
selected, at least 30 days prior to the 
date fixed for such purchase. 

»The certificates for all shares pur- 
chased as well as certificates for shares 
acquired from dissenting stockholders, 
shall be transferred to five trustees to 
be appointed by the insurance superin- 
tendent who shall be directors of the 
company at the time of their appoint- 
ment. Any vacancies among the trus- 
tees shall be filled by the insurance 
superintendent. 

The trustee shall hold these shares in 
trust with the right to exercise the full 
voting powers of the shares and to re- 
ceive the dividends but the dividends 
shall be immediately repaid to the com- 


pany. 

When all of the shares have been 
assigned or transferred to the trustees 
a special stockholders’ meeting shall be 
called at which shall be adopted the 
amended articles of incorporation and 
code of regulations in conformity with 
the provisions of the Ohio mutualization 
act. The trustees shall then deliver the 
stock to the secretary of the company 
for cancellation and the capital stock 
shall be deemed retired. The trustees 
shall then be discharged and thereafter 
the company shall be a mutual corpora- 
tion. The officers and-directors then 
serving shall remain officers and direc- 
tors of the newly converted corporation 
until the next annual meeting for elec- 
tion of officers and directors when the 
successors shall be elected. During the 
period of conversion from a stock to a 
mutual company, the amount of: divi- 
dends to be paid in any one year shall 
not exceed $1.25. 

The plan shall not become operative 
until it has been approved by the stock- 
holders and policyholders and by the 
insurance superintendent. 

The meeting of stockholders of Ohio 
National Life to pass on the proposal 
is being held July 30. President T. W. 
Appleby has transmittted to stockholders 
copy of the resolution of the directors 
together with a statement over his own 
signature giving the reasons why the di- 
rectors suggest the mutualization plan. 
He points out that the rate of interest 
on invested assets for the past 10 years 
has been decreasing. Consequently, 
Ohio National for several years has 
gradually ceased to write non-participat- 
ing insurance and since April 1 of this 
year has written participating insurance 
almost entirely. Then he goes on to 
say that when a stock company writes 
only participating insurance there is a 
possible conflict between the interests 
of the policyholders and those of the 
stockholders. This possibility has been 
recognized by the insurance regulatory 
bodies in several states and as a conse- 
quence limitations have been imposed 
on earnings available to stockholders 
from participating insurance. He states 


that about 90 percent of all life insurance 


in the country is in participating or 
purely mutual companies. “This pro- 
gram of mutualization brings us into 
coordination with the more generally 
accepted concepts of life insurance as it 
is practiced today,” he stated. 





Ten-Year Sales Record Set 
in Drive for MacArthur 


Central Life of Illinois agents hon- 
ored President Alfred MacArthur’s 
birth month in June with the largest 
production in 10 years, climaxed with 
a ‘dawn to dusk drive on his birthday, 
June 20, when $260,000 was produced. 

Production for the month was well 
into seven figures, approximately 35 
percent in excess of June, 1940. For the 
first six months of 1941, Central Life is 
50 percent ahead on a submitted basis 
and almost 60 percent on a paid for 
basis. 

New agency organization is respon- 
sible for only a part of this substantial 
increase, as many of Central Life’s 
veterans have stepped up their produc- 
tion to qualify for the agency conven- 
tion in Mexico next February. 





Royal Highlanders Wins 
Surplus Distribution Suit 


LINCOLN, NEB.—In dismissing two 
cases brought against the Royal High- 
landers Mutual Life of Lincoln, the state 
supreme court held that when Insurance 
Director Smrha directed the company to 
distribute between participating policy- 
holders $1,325,000 of excess reserves he 
was without authority to do so. The 
court held that when Mr. Smrha ap- 
proved the company’s transformation 
from a fraternal to a mutual he had in- 
cluded a paragraph that no distribution 
should be had, although at that time 
he had authority to make that condition; 
and that after the policyholders had 
voted to accept it the directors alone 
had the right to make such a distribu- 
tion. 

The court also held that in the ab- 
sence of fraud, gross negligence or trans- 
gression of statutory limitations, which 
the court found had not existed, courts 
of equity will not interfere at the suit 
of dissatisfied policyholders with the 
judgment of and discretion of the direc- 
tors on questions of management, pol- 
icy or business. The right of policy- 
holders to participate in the distribution 
of surplus depends entirely upon the 
contract between the policyholder and 
the company, and where it appears that 


the board of directors is clothed with 
power to determine the time, amount 
and method of distribution of surplus, 
the courts will not interfere in the ab- 
sence of fraud, gross negligence or viola- 
tion of statutory limitations. 


Contrast Controls Situation 


The court also found that where ac- 
cretions to a fund are derived from sus- 
pensions and lapsed or surrendered pol- 
icies and the contract provides that these 
shall be transferred to the general fund 
to be used for the best interests of the 
company and the general expenses of 
operation, the provisions of the contract 
control, and those accretions cannot be 
treated as accumulated surplus of any 
other fund. 

Passing upon the contention of pol- 
icyholders that the transformation from 
a fraternal to a mutual life company had 
not been legally accomplished, the court 
said that where there has been a bona- 
fide attempt to comply with the re- 
quirements of governing law neither 
the state nor the policyholders may 
make a collateral attack upon it such as 
was done in this case, and only the state 
may question its authority to act by 
direct attack. 


No Statute Violated 


The court concluded that no statute 
had been violated by the directors, that 
the company is in all respects carrying 
out its contracts in good faith and is not 
transacting business fraudulently, and 
that the action taken by the directors, 
who had allocated $810,724 for distribu- 
tion is reasonable and in all respects 
justified by the evidence as clearly 
within their legitimate discretion. 


Substantial Six-Month 
Gains for Franklin Life 


Franklin Life reports for the first six 
months assets increased by $1,311,682, 
$510,700, or 64 percent greater than last 
year’s increase. New issued business 
totaling $13,011,026, exceeded the first 
half of 1940 by $3,112,892, while new 
paid business totaling $11,161,576, in- 
creased $3,414,751. Insurance in force 
is now $210,950,796, a gain of $33,400,- 
528 for the last 12 months. First year 
premiums increased 19 percent and re- 
newal premiums went up $460,034 or 21 
percent. 

The Franklin had $4,763,187, or 28 
percent more in liquid assets at the end 
of the half year than at the end of the 
same period last year, while the bond 
portfolio has shown a gain of $2,883,792. 
Interest and rent income shows a gain 
of $109,179 or 14 percent. Cash surren- 
ders decreased approximately 17 percent 
and the ratio of actual to expected mor- 





— 


tality was only 46.7 percent as com. 
pared to 59.79 percent last year. 





Assessment Companies Are 
Examined by Illinois 


The Illinois insurance department has 
completed the examination of several 
assessment legal reserve life companies 
domiciled in Chicago. 

Guarantee Trust Life had assets of 
$33,631 Dec. 31, 1940, liabilities of $29, 
794, unassigned funds of $10,837, and 
guaranteed fund certificates outstanding 
of $18,000. 

Organized in 1936, the company rein- 
sured Guarantee Trust Mutual Benefit 
and Foundation Benefit Association, 
The latter previously had taken over 
Universal Protective Association of In- 
diana and National Temperance Aid 
Society of Colorado. 

The company issues ordinary, 20-pay, 
term, etc., and various forms of accident 
and health in Illinois. 

The company retains $1,000 on life 
insurance and all accident and _ health 
risks. 

The period of examination covers Aug, 
31, 1939, to Dec. 31, 1940. 

The company had life income of $58,- 
198 and casualty income of $110,330 in 
1940, with total disbursements of $157,- 
379. Loss from underwriting during the 
year was $14,701. Premium income in- 
creased around 60 percent in 1939, about 
85 percent from casualty. 

While the examination report suggests 
that the management exercise a closer 
supervision over operation and commis- 
sion cost, in general it is favorable. 


Pilgrim National 


Pilgrim National Life had assets of 
$144,582, with guarantee fund certificates 
outstanding of $22,250. Assets exceed 
total liabilities by $7,499. 

Pilgrim National was organized in 
1933 and subsequently reinsured a life 
company and 10 mutual benefit asso- 
ciations with a total of almost $4,000,000 
of insurance in force. The company is 
licensed to write both industrial and 
ordinary life in Illinois. Its income in 
1940 was $190,523, disbursements $126,- 
438. 

The examination reflected a need for 
increasing surplus and insurance in force. 
Expenditures for general administrative 
expense are probably too high, but are 
being reduced. 


Westminster Life 


Westminster Life began operation in 
May, 1940, has total assets of $3,406 as 
of March 31, 1941, total liabilities $582. 
Operating expenses have been exceed- 
ing premium income because the com- 
pany has been in business such a short 
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time. The company writes standard and 
substandard participating assessment 
policies in Illinois. 

Publix Life was examined for the year 
ending Dec. 31, 1940. Assets were 
$2,102, surplus $1,384 and guarantee fund 
outstanding $17,050. 

Licensed in 1937 to write life insur- 
ance in Illinois, the company writes 
business in other states through adver- 
tising solicitation. Maximum commis- 
sion for new business is equivalent to 
the first month’s premium plus a policy 
fee of $5 and 75 percent of the next 
11 months premiums. A maximum re- 
newal commission of 50 percent is over 
a period of two years providing the 
agent remains with the company. 

The company lost 10.3 percent of its 
business in force in 1940, and had a 
ratio of management expense to income 
of 77.8 percent. 





Federal Union Action Taken 


On petition of Superintendent Lloyd 
of Ohio and All States Life of Mont- 
gomery, Ala., the common pleas court 
at Columbus, O., has approved the 
transfer of all policies of the old Federal 
Union Life of Cincinnati to All States 
Life. The change becomes effective July 
1. All States Life reinsured Federal 
Union Life with lien some years ago. 
The reinsurance agreement provided 
that the complete change over should 
take place July 1, 1943. Hence the 
program is two years ahead of schedule. 

All Federal Union policyholders are 
now policyholders of All States Life and 
hold participation certificates in the 
trusteed assets of Federal Union. 


B. M. A. Has Good Six Months 


Business Men’s Assurance had income 
from all sources in the first half of 1941 of 
$3,990,402, an increase of $337,329. Assets 
are $22,589,402, up $1,429,953 in the first 
six months. An increase of $3,851,921 in 
life insurance in force brings the total to 
$130,274,444. June was the fifth consecu- 
tive month in which the company has 
set an all-time high record in new paid 
for business. Total new business for 
six months is 12 percent ahead. 

Directors voted a 3 percent dividend 
on capital stock. With the recent in- 
crease in capital stock from $500,000 to 
$1,000,000, total dividends paid will be 
the same as last year. 








Wants Impairment Wiped Out 


The National Progressive Life of 
Omaha has sent a notice to policyhold- 
ers calling attention to the fact that it 
is impaired. It asks them to sign loan 
receipts so that the impairment can be 
wiped out and thus prevent a receiver- 
ship. _The Nebraska department is of 
the opinion that a sufficient number will 
Sign as requested, following which an 
examination will be made. 





To Have New Home Office 


FORT WAYNE, IND.—The Broth- 
erhood Mutual Life and Brotherhood 
Mutual Fire have purchased a large 
residence which will be remodeled into 
headquarters for the companies. It is 
planned to have the new quarters ready 
for occupancy after the first of the year. 
Present offices will be maintained in 


the Central building until the move is 
made. 


New N. W. Mutual Trustee 


H. J. Harwick, secretary-treasurer of 
the Mayo Clinic, Rochester, Minn., has 
been elected a trustee of Northwestern 
Mutual Life for the unexpired term of 
two years of the late Walter Kohler. 
Mr. Harwick was a member of the 
examining committee of policyholders of 
the Northwestern Mutual in 1935-36. 
Other trustees were reelected. 








“Make It a Haul for Paul” Drive 


The North American Life of Chicago 
will Stage its annual campaign in Au- 
Sust in honor of Paul McNamara, vice- 
President, with the slogan “Make It a 
Haul for Paul.” 


SALES MEETS 





Bankers Life, Neb., Holds 
Its Convention at Troutdale 


More than 200 Bankers Life of Ne- 
braska agents, wives and children at- 
tended the annual agency convention at 
Troutdale-in-the Pines, Evergreen, Colo. 

The business part of the. convention 
program was in charge of C. H. Heyl, 
director of agencies. Speakers who 
highlighted the program were President 
H. S. Wilson, S. G. Dickinson, insur- 
ance sales consultant, Hartford; G. B. 
Cook, manager bond department, and C. 
Petrus Peterson, general counsel. The 
business sessions were confined to the 
mornings, leaving the afternoons and 
evenings free for entertainment. 

High spots in the entertainment were 
the trip to Central City, Colo.; the 
mountainside “steak fry’ where Chief 
Eagle Plume of the Blackfoot tribe en- 
tertained with dances and stories of In- 
dian philosophy and Indian lore, and 
the convention dinner the last niglit. 

A “Junior Bankers Life Convention” 
was held for the children who accom- 
panied their parents to Troutdale. A 
complete program covering the entire 
convention period was formulated so 
that “the kids” never experienced a dull 
moment. 


Minn. Mutual Has Texas Rallies 


H. F. Beckham, assistant superinten- 
dent of agencies of Minnesota Mutual 
Life, has just completed a series of 
agency meetings in Texas in which he 
discussed the newly adopted reserve 
basis of the company and new sales ma- 
terial which has been supplied to the 
field men. 








Lamar Life Convention July 28-30 


The Lamar Life All Star convention 
will be held at the Hollywood Beach 
Hotel, Miami, Fla., July 28-30, President 
P. K. Lutken has announced. H. M. 
Faser, superintendent of agencies, has 
charge of the program. Two morning 
sessions will be devoted mostly to talks 
by agents. 


Plan Equitable Regional Rally 


A regional meeting of four agencies 
of Equitable Society is being arranged 
for Hot Springs in October. The agen- 
cies are those of A. M. Embry, Kansas 
City; M. A. Nelson, St. Louis; Homer 
Jamison, Oklahoma City, and C. R. 





Golly, Peoria, for Illinois outside of Chi- 
cago. 


Federal Life Regional Aug. 8 


Federal Life will hold a regional sales 
conference in Bay City, Mich., Aug. 8, 
for Michigan agents. Vice-presidents 
George Barmore and S. R. Keare of the 
agency department will represent the 
home office. 





Actuarial Society to Meet 
at Seignory Club Sept. 15-16 


The Actuarial Society of America will 
hold its mid-year meeting at the 
Seignory Club in Quebec, Sept. 25-26. 





Diamond Life Bulletins increase sales. 
For — write 420 B. Fourth St., Cin- 
cinnati. 





WIN MORE SALES WITH 


This RCE Hand! 





1, PAYMASTER 


To family—$400 immediate cash; $75.00 per 
mo. for 1 yr. and $100 Ist yr. Xmas check. 
Also attractive benefits to insured at 65. 


2. PAYMASTER SENIOR 


To family—$400 immediate cash; $75 per 
mo. for 2 yrs. and $100 Ist and 2nd yr. Xmas 
check. Also attractive benefits to insured 
at 65. 





Here's four of the best “Sales-Winners” 
you've ever had brought to your attention. 
Insurance benefits put up in easy to under- 
stand—easy to present form, A new way 
to sell! Actually INSURANCE PACKAGES 
containing just what most people want! 
And easy for them to see what they are 
getting! With a different size “package” for 
any size pocketbook these plans show you 
a proved way to boost your earnings . . . 
a way to increase your average sale; close 
more prospects; and “open the door” to 
other forms. Write for copies--no obligation. 


What they, offer your Client! 


3. PAYMASTER SPECIAL 


To family—$500 immediate cash; $75 per 
mo. for 3 yrs. and $100 Ist, 2nd, and 3rd yr. 
Xmas check. Also attractive benefits to the 
insured at 65. 


4. PAYMASTER GENERAL 


To family—$1000 immediate cash; $100 per 
mo. for 3 yrs. and $100 Ist, 2nd, and 3rd yr. 
Xmas check. Also attractive benefits to the 
insured at 65. 


ALTERNATE: For the Insured — All of the above plans also offer attractive benefits for the insured at 6S. 


HOW THEY INCREASE AVERAGE SALES 


Since offering the PAYMASTER series agents have increased the size of their average sale by 24% 


Write for samples of these Sales-Mahers! 





JAMES A. PRESTON, SALES MGR. 
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LIFE AGENCY CHANGES 





Mass. Mutual Names 
Two in N. Y. State 


Charles H. Schaaff, Massachusetts Mu- 
tual general agent at Syracuse, N. Y., will 
go to Rochester, 
N. Y., at the end of 
July to succeed 
Edward J. Schlitz- 
er, who has _re- 
signed to engage in 
personal selling. 
William R. Rob- 
ertson, district 
manager at Ithaca, 

y. Y.. becomes 
general agent at 
Syracuse. 

Mr. Schaaff will 
manage the agency 
where he _ entered 
the business 11 
years ago under E. W. Hughes, now 
Chicago general agent. He was made 
assistant general agent in 1935 and gen- 
eral agent at Syracuse in 1937. He is a 





W: R. Robertson 





CHARLES H. SCHAAFF 


graduate of Cornell University and pre- 
vious to joining Massachusetts Mutual 
was an investment salesman. 

Mr. Robertson entered the Syra- 
cuSe agency in 1940, selling in Ithaca 
where he was appointed district man- 
ager. He is a graduate of Cornell Uni- 
versity and formerly was an investment 
salesman in Ithaca. 





New Travelers Manager 
Named in Washington, D. C. 


John P. Stumpf, manager at Nash- 
ville for Travelers, has been transferred 
to Washington to replace Manager 
Horace Winter, who has been placed in 
charge of the company’s army and navy 
Mr. Stumpf was pre- 


a. 

Mr. Winter takes charge of a special- 
ized branch of life insurance for the 
formation of which he was largely re- 
sponsible in 1921. A veteran of 34 years 
service, Mr. Winter joined Travelers 
as a casualty special agent. He served 
in branch offices at Indianapolis, Colum- 
bus, O., and Erie in this capacity. In 
1909 he became manager of the liability 
department at Washington. Two years 
later he was transferred to New York 
City as special agent for casualty lines. 
In 1913 he was appointed life manager 
at Washington. 

Robert L. Blue, field assistant at 
Columbus, O., has been promoted to 
assistant manager there. M. G. Bailey, 


| cashier at Toledo, has been appointed 


cashier at Detroit, and his place will 
be taken by D. D. Lobaugh, assistant 


' cashier at Cleveland. 





Opens New Knoxville Agency 


New England Life has appoirited 
Frank ‘W. Dedman _ generalagent , in 
charge of a new agency being opened 


: Aug. 1 in the Hamilton National Bank 


building, Knoxville, Tenn. David A. 


Parks, former Chattanooga general 
agent, will remain in charge of that 
otfice, which becomes a branch of the 
Knoxville agency. 

Mr. Dedman has been agency super- 
visor of the C. Vernon Bowes Agency 
in Newark. He was born in Idaho 33 
years ago. Upon graduation from Ore- 
gon State College with a degree in 
business administration he went to New 
York City and entered life insurance on 
a full-time basis. 





Heintz Named in East by 
Continental Assurance 


Emil Heintz, general agent for 
American United Life in Philadelphia, 
has been appointed agency supervisor in 
the eastern territory by Continental As- 
surance. Mr. Heintz will take up his 
new duties with headquarters in New 
York on Aug. 1. He is the second su- 
pervisor who will. travel in the eastern 
territory for Contiiiental, and will work 
under the direction of Harlow Brown, 
resident vice-president in charge of the 
eastern territory with offices in New 
York. The addition comes as a result 
of the company’s expanding business in 
the east. - 

Mr. Heintz is a well known football 
official. He has been in life insurance 
since 1925 when he graduated from the 
business school of the University of 
Pennsylvania. He joined United Mu- 
tual, later becoming general agent for 
that company and after its consolida- 
tion with American United he became 
general agent for the latter company. 





Union Central Appointments 


N. S. Kemp has been appointed dis- 
trict manager of the Union Central at 
the Miami, Fla. office. He will have 
charge of Dade and Monroe counties in 
the southernmost tip of Florida. 

W. H. McGrath has been appointed 
supervisor of the Columbus, O., agency; 





New Cincinnati Manager 
for Canada Life 








J. G. HEATHCOTE 


Canada Life has appointed J. Gerard 
Heathcote manager at Cincinnati. Since 
March, 1939, he has been in charge of 
the branch in Detroit as acting manager. 

After graduating from the University 
of California and Harvard, he worked 
in Los Angeles before entering the in- 
surance business in 1933. Later, Mr. 
Heathcote went to Hawaii as manager 
of the life department of the Bishop In- 
surance Agency, and resigned that post 
in 1939 to become associated with Can- 
ada Life at its home office in educa- 
tional work. 


‘York. 


J. H. McCullough is manager. Mr. Mc- 
Grath has been a personal producer 
since joining the agency in 1936. In 
less than five years he has paid for more 
than $1,000,000 business on about 300 
policyholders. 


Mass. Mutual Life Opens 
Third Boston Agency 


Massachusetts Mutual Life has ap- 
pointed W. Bruce Pirnie as its third 
general agent in 
Boston. His office 
will be located in 
the Exchange 
building. Richard 
Blackmur is gen- 
eral agent at 31 
Milk street and J. 
S. Braunig at Post 
Office Square. 

Mr. Pirnie is a 
brother of Roderick 
Pirnie, general 
agent at Provi- 
dence. He entered 
life insurance at 
Providence in 1939. 
In 1940 he was the leading producer of 
the company, qualifying for the Million 
Dollar Round Table. 

A native of Springfield, Mass., Mr. 
Pirnie attended Harvard. After gradua- 
tion he was industrial secretary of the 
Springfield Y. M. C. A. and then be- 
came master of -history at the Choate 
School. He served as a first lieutenant 
of infantry during the world war and 
was discharged with the rank of captain. 
He later was appointed a reserve major. 

Mr. Pirnie then became New England 
manager for Pierce, Butler & Pierce 
Manufacturing Corp. He was later en- 
gaged in the investment business. in 
Springfield and president and director 
of various companies. 





W. Bruce Pirnie 





Edgerton to Sunset Companies 


E. R. Edgerton has been appointed 
district manager of the Sunset Life and 
Sunset Casualty of Olympia in the Spo- 
kane, Wash., area. 

He has been in life insurance work in 
Spokane for many years. . He served as 
president of both the Spokane Life 
Underwriters Association and the Life 
Managers Association. 





Open in Wheeling Under Braun 


Continental American Life will open 
a new agency in Wheeling, W. Va., un- 
der the management of Lawrence Z. 
Braun, former Philadelphia manager for 
Acacia Mutual Life. The agency will 
cover adjacent regions of West Virginia 
and Ohio. 

Mr. Braun is a native of Wheeling 
and entered the business there in 1928, 
He has been in Philadelphia for nine 
years and has been a manager for Acacia 
Mutual since 1937. He is a C. L. U. and 
has spent some time at the home office 
of Continental American. The agency 
will be located in the Hawley building. 


Reed Is Now Personal Producer 


Carroll W. Reed, who recently re- 
signed as general agent at Wheeling, 
W. Va., for Mutual Benefit Life, is re- 
turning to. personal production for the 
company in West Virginia and New 
He will spend a portion of his 
time in New’ York City, where he op- 
erated an independent office from 1930 
to 1933. Mr. Reed has been with the 
company since 1912 and had been gen- 
eral agent at Wheeling for 25 years. 


D. B. McEwan Promoted 


W. H. Barber, Newark manager Con- 
necticut General Life, has promoted D. 
B. McEwan to manager of the agency’s 
newly created brokerage department. 

He was formerly assistant to Mr. 
Barber in charge of full-time organ- 
ization and is succeeded in that capacity 
by W. A. Young. 


Banbury to Rochester, N. Y. 


H. W. Banbury, supervisor of the De- 
troit agency of the Phoenix Mutual Life 
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under J. L. Lee the past year, has been 
transferred to Rochester, N. Y., as 
supervisor. He was recruited by Mr. 
Lee in 1938, made an outstanding record 
in personal production and went to the 
home office for supervisory training in 
May, 1940, returning to Detroit at the 
conclusion of his training period to as- 
sist Mr. Lee. 





Dalton Named at Manitowoc 


I. E. Dalton has been appointed dis- 
trict agent of the Aetna Life at Mani- 
towoc, Wis. He succeeds T. W. Davies, 
who died recently after 30 years with 
the company. Mr. Dalton has repre- 
sented the Aetna 14 years, the last 12 
years with Mr. Davies. He is now 
president of the Manitowoc Life Un- 
derwriters Association. 





Webb to Fort Worth. Tex. 


The Equitable Society has transferred 
Hal D. Webb, district manager at El 
Paso, to Fort Worth as district man- 
ager, succeeding R. W. Rogers, who 
returned to personal production. Mr. 
Webb has been with the Equitable more 
than 12 years. 





A. K. Wagner has been appointed dis- 
trict manager at Fond du Lac, Wis., by 
the Wisconsin National Life, writing 
life, accident and health. 

Sylvester J. Fults has been promoted 
to superintendent of the No. 4 district 
of National Life & Accident at St. Louis. 


CHICAGO 


BOWSER AGENCY PLANS SAIL 


The Arda C. Bowser agency of Na- 
tional Life of Vermont, Chicago, will go 
for a cruise on Lake Michigan in the 
schooner, “Jackellen,” July 19. The trip 
has been an annual affair since 1933, 
when the agents sailed on a Canadian 
fishing smack that was tied up at the 
world fair. Marc A. Law, associate gen- 
eral agent, has had charge of the outing 
each year. 














MANAGES HUGHES BROKERAGE 


Vaylard A. Hurmence, brokerage man- 
ager of the J. H. Meyer agency New 
England Mutual, Chicago, has gone 
with the E. W. Hughes agency Massa- 
chusetts Mutual, Chicago, as brokerage 
manager. 

A graduate of Upper Iowa University, 
Mr. Hurmence went to Chicago for 
post-graduate work at Northwestern 
University. After two years in the in- 
vestment business there he joined the 
Meyer agency 10 years ago and had 
managed brokerage for four years. 





BRENNAN BACK ON JOB 


James H. Brennan, Chicago manager 
of Fidelity Mutual Life, is now back on 
the job on a full time basis for the first 
time in about six months. He has had 
an extended siege as a result of a leg 
injury and was in the hospital for 2% 
months. His organization has been very 
loyal and during his absence has pro- 
duced in excess of its record last year. 





GO TO AETNA LIFE CONVENTION 


Manager R. S. Edwards of the Aetna 

ife in Chicago will take a dozen men 
who have qualified to the regional con- 
vention to be held next week at Macki- 
nac Island. The party will leave Satur- 
day afternoon. The Chicago contingent 
can always be counted on to give a good 
account of itself. The members will 


leave Mackinac Friday afternoon for 
Chicago. 





| SUN LIFE’S INCREASE 


m Manager E. C. Hoy of the Sun Life of 
wanada in Chicago shows a very hand- 
Some increase in business since he took 
Nae: e was formerly manager in 
Newark, and in going to Chicago had to 
wee acquainted with the city, the agents 
: Fe naitions. He was dependent en- 

rely on the old organization and has 








speeded it up considerably. In the fall 
he will start to add new men. The Sun 
Life takes no brokerage. When it was 
being established in this country it went 
out for brokerage at a good clip. How- 
ever it does not accept substandard busi- 
ness from brokers and hence it naturally 
feels that it will not get the choicest 
business from outside sources. 





GOOD GAINS FOR ZIMMERMAN 


The Charles J. Zimmerman general 
agency of the Connecticut Mutual Life 
in Chicago reports a substantial in- 
crease in new business during the first 
six months. Increases were noted both 
in the full-time agency and the broker- 
age departments. 

The Zimmerman agency’s annual 
summer outing will be held July 31 at 
the Inverness Country Club, with the 
day given over to golf and a dinner in 
‘the evening. Vice-president Vincent B. 
Coffin will be a guest. 


POLICIES 


Fidelity Mutual Increases 
Single Premium Rates 


Effective July 15, Fidelity Mutual Life 
has withdrawn single premium endow- 
ments of less than 20 years duration. 
Rates on the single premium life and 
endowments were increased as shown 
in the table below: 

Single premium rates per $1,000 
20 25 30 











Year Year 
En- En- 
dow- dow- 
ment ment 
593.48 
596.18 
600.40 
601.52 
602.78 
604.17 
605.72 
607.44 
609.35 
611.47 
613.84 


Life 
8 


New North American, Can. Scale 


In line with the general trend toward 
lower interest earnings, the North 
American Life of Toronto has reduced 
dividends effective July 1. New divi- 
dends for the more popular forms are: 

July 1, 1941 Dividends 


ge 
15 25 = 35 45 55 65 








Policy Life Preferred—$5,000 
Year $ $ $ $ 
Prem. 65.20 83.40 112.50 163.50 252.90 420.90 
1 4.70 5.20 5.70 6.80 8.40 11.20 
5 8.60 10.00 12.10 15.40 20.20 27.70 
10 12.30 15.00 19.00 24.70 32.30 43.10 
15 15.00 18.70 23.90 30.80 39.50 51.00 
20 18.70 23.70 30.30 38.30 47.70 59.40 


20 Yr. 
Tot. 242.90 296.30 372.60 477.50 613.60 803.00 
Endowment Age 85 


Prem. 14.78 18.66 24.92 35.86 55.28 91.24 
Z 86. 1.08 1.42 £1.98" 3.9 4.78 
5 1.74 2.18 2.90 4.04 5.88 9.04 
10 2.66 3.36 4.46 6.1 8.56 12.62 
15 3.82 4.22 5.58 7.46 10.16 14.72 
20 4.22 5.40 7.02 9.14 12.10 17.84 

20 Yr. 

Tot. 52.10 66.20 87.46 118.08 163.90 242.96 


New Mass. Savings Bank Form 


BOSTON—President Robert F. Nut- 
ting of the Savings Bank Life Insurance 
Council announces the introduction of 
a new type of policy to be issued by the 
savings bank life insurance department 
of Massachusetts, to be known as “paid 
up at age 65.” It will be available to 
persons living or working in Massa- 
chusetts and calls for a premium slightly 
higher, at younger ages, than on straight 
life policies issued by the system. The 
quarterly rate on the new policy at age 
20 is $4.12 per $1,000 compared with 
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Mortgage Cancellation — Bank Loan Plans 


Write Paul L. Temple, Agency Director, 
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$3.86 on straight life. At age 25 the 
rate is $4.71; at 30 it is $5.50. The pol- 
icies will be ‘entitled to annual dividends, 
with cash values after six months and 
loan values the first year. 


COAST 


Deans Club, Salt Lake City, 
Names Honorary Member 


SALT LAKE CITY—At a meeting 
of the Deans Club, an organization of 
western veteran life men, Will G. Far- 














WILL G. FARRELL 


rell, Penn Mutual Life, Los Angeles, for- 
merly of Salt Lake City, was made an 
honorary member. The occasion hap- 
pened to be the 83rd birthday of J. D. 
Spencer, club president, and the pro- 
gram was devoted to tributes to “the 
recognized dean of Utah life underwrit- 
ers.” R. K. Hardy, California-Western 
States Life, presided. Other speakers 
included Mr. Farrell, J. V. Smith, New 
York Life; Frank Mozley, Beneficial 
Life; John James, Occidental Life. Mr. 
Spencer has been a New York Life 
agent in Utah for more than 41 years. 





Record Results in Morgan Month 


PORTLAND, ORE.—Successful con- 
clusion of a 30-day drive for new busi- 
ness by the Northern Life, under direc- 
tion of J. C. Long, supervisor for Ore- 
gon, was celebrated with a banquet here. 

Irving Morgan, vice-president of the 
Seattle company, was guest of honor. 
Other speakers were Commissioner 
Thompson of Oregon and Deputy Com- 
missioner Ralph Staley. 

The campaign in June,. “Irving Mor- 
gan Month,” resulted in $1,012,700 of 
new business in life, accident and health. 
It was biggest month in the history of 
the company. 

The Eugene, Ore., district, of which 
Walter Bridges is manager, exceeded its 
quota by the greatest margin. The Port- 
land district, W. E. D. Turner, district 
supervisor, was in second place. W. N. 
Wintler, Eugene, led the field force 
with a personal production of $191,000 
and John G. Oerding, Marshfield, was 
second. 





Cal. Division Approves Titles 


Westland Home Life, a proposed 
change of title from Home Life Exten- 


sion Mutual Association which is now, 
being reorganized, has received approval,, 


of its title by the California insurance 
dvision. Employees Benefit Fund, a 
workers benefit association,’ also has its 
title approved. 


Objects to Conservatorship 


. LOS ANGELES—Imperial Life of 
California, last of the Chapter 9 com- 
panies placed in the hands of Commis- 





NEWS OF LIFE 


ASSOCIATIONS 





Six-Point Michigan 


Licensing Progam 


LANSING, MICH.—Recommenda- 
tions for placing the licensing of life 
agents on a qualification basis have been 
filed with the Michigan department by 
the Michigan Association of Life Under- 
writers and are being given study by 
Commissioner Berry and Seth Burwell, 
director of the life division. The pres- 
ent Michigan agents’ qualifications law 
is limited to fire and casualty company 
representatives located in incorporated 
areas. 

The association suggests a six-point 
program which would require: 

1. That each life agent designate a 
primary company connection and that 
all of his licenses be contingent on 
continuance of this primary connection. 

2. That renewal of agents’ licenses be 
conditioned on a statement by the agent’s 
principal connection that the agent has 
written at least six cases aggregating 
a total of $30,000 in the preceding year. 


Exception for Veterans 


3. That this rule be subject to excep- 
tions as regards ordinary life salesmen 
who have been in the busines for 15 
or more years. 

4. That appropriate exceptions be 
made in the cases of men who handle 
both life and other insurance lines, where 
the total income from all lines is suffi- 
cient to assure a proper living. 

5. That suitable modifications from 
the general rule will be made to cover 
industrial agents whose annual volume 
of new business may be less than the 
required minimum. 

6. That when an agent abandons one 
connection to take another he be not 
permitted so to do unless his production 
volume for the preceding year met the 
minimum production requirement for 
licensing but if this requirement cannot 
be met he may be, after a waiting period 
of one year, once more be issued a 
probationary license for one year, con- 
ditional on committal of his new general 
agent or manager to give him adequate 
recruit training. 





Lufkin, Tex.—Ben C. Merritt, Jefferson 
Standard Life, has been elected pres- 
ident of the Piney Woods Association. 
M. M. Hall, Great Southern Life, is vice- 
president and R. B. Franklin, National 
Life & Accident, secretary-treasurer. 








sioner Caminetti, as conservator, has 
filed an answer to the petition of the 
commissioner seeking conservatorship 
and the order of Superior Judge Wil- 
son naming the conservator, object- 
ing to the whole proceedings. It asks 
that the order naming the conservator 
be dissolved. 
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Fowler President 
of Georgia Agents 


COLUMBUS, GA.— Thomas M. 
Fowler, Metropolitan Life, Columbus, 
was elected pesident of the Georgia As- 
sociation of Life Underwriters at its 
convention here. Chosen presidents of 
their respective local associations and 
vice-presidents of the state association 
were: . A. Levie, Columbus; W. 
Stanton Hale, manager Fidelity Mutual 
Life, Atlanta; P. F. Mullinax, agency 
director New York Life, Savannah; W. 
E. Dozier, Mason, and L. H. Gore, 
Augusta. 

The association passed a unanimous 
resolution to place agents under social 
security in conjunction with company 
retirement plans already in force. Fea- 
tured speaker was T. Hicks Fort, 
Columbus attorney. Deploring the at- 
titude of the administration, he main- 
tained that insurance is up-to-date and 
offers attractive investment opportuni- 
ties. He praised the underwriters for 
the service they offer. 

Jacob T. Baxley, Augusta, retiring 
president, said the membership of the 
organization has grown considerably 
and that eventually all the agents in 
the state will be brought into its ranks. 
Mr. Hale warned against alibis for fail- 
ure to contact prospects. George Ven- 
able, La Grange, stressed the value of 
getting excited about writing business. 
“T have got excited to such an extent 
thinking about prizes I have won, that 
I have forgotten about valuable com- 
missions I had become entitled to,” he 
said. Those in attendance were taken 
on an escorted trip through Fort Ben- 
ning at the close of the session. 


Wis. Short Course 
at Madison Aug. 4-9 


MADISON, WIS.—Based on _ the 
success of the first short course in life 
underwriting at the University of Wis- 
consin last year, the course will be re- 
peated on essentially the same plan the 
week of Aug. 4-9, Prof. E. A. Gaum- 
nitz, insurance instructor in the school 
of commerce at the university, an- 
nounced. The course last year was con- 
ducted by the university at the request 
of five Wisconsin life companies, enroll- 
ment being limited to 50 agents of those 
companies for the experimental course. 
Registration this year is open to agents 
of any company from any state, but the 
total will be limited to 70, accepted in 
order of application. 

The fee, including tuition, study ma- 
terials other than books, board, room 
and room service, is $25, payable in ad- 
vance. Recreational facilities are avail- 
able. Lectures and discussions will be 
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held daily from 9 to 12 and 1:30 to 4 
o'clock, Monday through Friday. An 
examination will be held Saturday 

morning and a final dinner meeting Sat- 
urday noon. Certificates of proficiency 
will be awarded to those passing the 
examination. 


Associations Are Cooperating 


The Wisconsin Association of Life 
Underwriters is cooperating with the 
university in the short course, as are 
the various local associations in the 
state. In addition, these organizations 
are planning to expand the educational 
program they have been fostering in 
cooperation with the state vocational 
school system. The state association 
committee, headed by Harry Bruegger, 
Oshkosh, has been responsible for hold- 
ing sessions in various key cities of the 
state both for beginners and C.L.U. stu- 
dents. Qualified life men have been act- 
ing as instructors at the vocational 
schools. It is planned to employ a full- 
time instructor who will travel from 
city to city to conduct classes wher- 
ever there is enough local interest to 
organize them. 

A life course also is offered by the 
University of Wisconsin extension divi- 
sion in the Milwaukee center under the 
direction of H. R. Doering, assistant 
professor of business administration, 
Life insurance fundamentals, principles 
of life insurance, advanced life insur- 
ance and fraternal insurance classes are 
conducted each semester with qualified 
local men as part-time instructors as- 
sisting Mr. Doering. 


Will Emphasize Education 


KANSAS CITY—The new directors 
of the Life Underwriters Association of 
Kansas City at their first meeting de- 
cided to emphasize education in the pro- 
gram for the coming year under the 
presidency of W. L. Butler. Possibility 
of providing an advanced course this 
year is being considered. Possibilities 
for a program for presenting life insur- 
ance to economics classes in high 
schools of this area, informing the stu- 
dents of what life insurance is and what 
it does, also are being studied. 











Rutland, Vt.—New officers are: Pres- 
ident, Bennett D. Bell, Aetna Life; vice- 
president, Louis Rome, Northwestern 
Mutual; secretary, E. K. Holland, Metro- 
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politan; treasurer, T. H. Hascall, Provi- 
























to 4 gent Mutual, chairman. 

An Walla Walla, ‘Wash.—L. V. Clark is 
irday president; E. L. Klaus, vice-president; 
‘Sat ' yj, D. Scholl, secretary-treasurer; WP. 
lency — williams, national committeeman. 
the B = portiand, Ore.—The new directors have 

© elected these officers: President, T. D. 
- stoughton, Phoenix Mutual; vice-pres- 
jdent, Charles Kay, Jr., Metropolitan; 

Life  secretary-treasurer, Mrs. Mabel Kester, 

the Equitable Society. 

; are Shreveport, La.—Joe S. Maryman, Aetna 
the E- Life, Little Rock, presented some high- 
tions | lights of his 26 years as a life under- 
ional a writer. He is credited with production 
~ EB of $18,000,000. 
Bec a Minneapolis—Max Hoffman, executive 
ation » secretary of the National association, 
: was guest of the committee of the Min- 
Sse, F ©neapolis association for the 1942 national 
hold- F convention at a dinner. Wright Scott 
f the F | is chairman of the committee. 

stu- §  cerpus Christi, Tex.—New officers were 
-act- fF  jnstallea by H. B. Wernette of the Texas 
lonal association. They are: G. W. Wilkin- 
full. [ son, president; Roy Hebery,: vice-presi- 
from Hi dent; Miss Jewell Dittmer, secretary- 
vher- — treasurer. 

t to Austin, Tex.—The regular. monthly 
3 meeting was combined with a basket 
- the | picnic at Barton Springs. After, the bic- 
divi: B nic members heard Lt. Col. Cliff Titus, 
- the public relations officer of the army. 
stant F 
ition, 
iples F 
isur- F 
5 are 
lified F 
as |) Page Rounds Out 25 Years 
as Manager in Los Angeles 
LOS ANGELES—George H. Page, 
ctors Los Angeles general agent California- 
yn of Western States Life, has just celebrated 
~ de- his silver anniversary as head of the 
pro- agency. At a breakfast for members 
the of the agency he was presented a silver 
vility plaque mounted on ebony, suitably in- 
this scribed. 
lities He told of the progress of the agency, 
isur- starting from scratch in 1916, with paid 
high for business at the end of the year of 
stu- $353,000, and rising to a $4,000,000 paid 
what for in a single year. In the quarter 


century the total paid for is $65,000,000. 

Two men were present who have been 
associated with the agency more than 
21 years; two more than 20 years; nine 
whose service ranges from 13 to 18 
years, and six from five to 10 years. 

Mr. Page has just retired as president 
of the California Association of Life Un- 
derwriters. 





Great Northern Agencies Expand 


E. G. Leist, Wausau, Wis., general 
agent Great Northern Life, will cele- 
brate the opening of his new offices in 
the American State Bank building with 
a dinner on Aug. 2, which will be at- 
tended by H. G. Royer, president; John 
') A. Sullivan, vice-president, and E. P. 
)» Oertel from the home office. 

C. Brown, Great Northern Life 
general agent in Minneapolis, has taken 
larger space in the Northwestern Na- 
tional Bank building. 


SAAR 
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Zimmerman Party Honors Jones 


C. J. Zimmerman of Chicago, past 
President of the National Association 
of Life Underwriters, was host at a 
Party in Buffalo honoring Claude C. 
Ones, newly appointed manager there 
of Connecticut Mutual Life. Buffalo 
, || life insurance executives and trust offi- 

™ cers of local banks were guests. 











Home Office Unit in Lead 


" The Sacramento agency of California- 
@ Western States Life led the agency 
organization in paid pro rata life busi- 
rg in June. The agency has ied 

€ company for four months out of 
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Va. Commissioner Praises 
Good Record of Fraternals 


Commissioner Bowles of Virginia told 
the Virginia Fraternal Congress at its 
annual convention at Old Point Com- 
fort that the fraternal record shows con- 
servative investment of funds, economy 
of management, the value of a represen- 
tative form of government and practical 
plans of protective life insurance, sup- 
plemented by humanitarian work, the 
open contract and non-profit plan. 

The fraternal system, he said, is in a 
strong and sturdy condition, with nearly 
7,500,000 insured members. He also 
pointed out that it now has over $1,- 
333,000,000 of assets to protect its in- 
surance in force. The juvenile depart- 
ment membership alone now totals 
1,044,000 boys and girls who form the 
nucleus for the future development of 
the fraternal system. 

In the last 20 years, the financial 
strength of the system has more than 
trebled. The combined benefits paid 
since organization have now passed $5,- 
500,000,000. Figures cited showed that 
in Virginia alone on Dec. 31, 1940, the 
total insurance in force on the lives of 
Virginia citizens amounted to $7,271,180. 


Rate Readjustment Upheld 
by Mo. Appellate Court 


Rate readjustment by the executive 
board of the Progressive Order of the 
West, St. Louis, was upheld by the 
court of appeals, which sustained a 
finding by a lower court, in the suit of 
Garfinkel, a member who charged the 
readjustment was unreasonable, unfair 
and inequitable and exceeded the au- 
thority of the board. The readjustment 
was adopted in 1935 on the basis of a 
showing that in 1934 it was only about 
57 percent solvent, and due to the in- 
sistence of insurance department that 
solvency be established. 

Garfinkel’s petition argued that the 
executive board took legislative action 
in making readjustment. The lower court 
and appellate court held only executive 
and administrative functions were used. 
The statutes provide for collection of 
sufficient rates to maintain solvency 
and the appellate court held the board 
acted similarly to a commission which 
is empowered by statute to fix utility 
rates. The court ruled that laws give 











the first six months of the current year. 
At the end of June the agency was 32 
percent ahead of the first half of 1940 
in new written life production, and 24 
percent ahead in paid for business. R. 
E. Murphy is manager. 


Dey Leader in Allotment 


J. Stanley Dey, Newark manager of 
Manufacturers Life, has received word 
that his office ranks first among all agen- 
cies throughout the world in paid allot- 
ment at the end of June, with 360 per- 
cent of its quota. Mr. Dey is treasurer 
of the Life Underwriters Association of 
Northern New Jersey. 








Jack Barnes, who has just resigned as 
head football coach at South Dakota 
State College, has entered the life insur- 
ance business with the C. M. Maxwell 
agency of Connecticut General Life in 
Des Moines. 
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the society the power to readjust rates 
and the member is bound because his 
contract is issued subject to any by- 
laws thereafter enacted. 

The readjustment plan was found 
reasonable, fair and equitable to all 
members, it being held in a fraternal 
society they are both insured and in- 
surers. The court found the contribu- 
tion charged in the readjustment rep- 
resented the mathematical calculation 
of each member’s share of the total de- 
ficiency in the society’s assets caused 
by diminished values as. the result of 
economic conditions. 

The decision was digested by Richard 
F. Allen, general counsel Standard 
Life, secretary-treasurer, law section, 
National Fraternal Congress. 





Modernizing of Rituals Is 
Urged by Mrs. Miller 


Fraternal societies’ rituals should be 
streamlined, made to interpret the fun- 
damental principles of fraternalism in the 
light of the modern trends, Mrs. Kate 
K. Miller, president press section Na- 
tional Fraternal Congress and assistant 
editor Woodmen of the World, Denver, 
declared in an article sent out by the 
N. F. C. in its public relations program. 

Many committees have been appointed 
to modernize the rituals, and many at- 
tempts made to this end, most of these 
being dismal failures, she said. The ma- 
jority of benefit societies now admit men 
and women, so in revamping the ritual- 
istic ceremonies, the language necessar- 
ily must be changed from that used 
years ago. More genuine sentiment can 
be embodied in the rituals without being 
sentimental, she said, and more empha- 
sis placed upon the home and its influ- 
ence on society, more recognition given 
to youth. 

Mrs. Miller said the criticism of rit- 
uals generally should not lie against 
their forms, but against their “wretch- 
edly poor rendition.” The average local 
lodge officers are not trained actors and, 
she said, “hopelessly deliver their lines 
without bringing out the dramatic in- 
tensity of the beautiful sentences that go 
to make up their charges.” 








County Groups Barred in Wis. 


MADISON, WIS.—Replying to an 
inquiry from W. Gleason, district 
attorney of Brown county, the attorney- 
general’s office says, under the statutes 
only counties with 250,000 or more popu- 
lation can contract for group insurance 
for county employes, which restricts it 
to Milwaukee county. Brown county 
was contemplating providing such pro- 
tection. A movement is under way to 
broaden the scope of the existing law 
so that other counties in the state out- 
side of Milwaukee may legally provide 
group protection for their officers and 
employes. 


Average $500 Debt Leaves 
Little for Beneficiary 





Because the average family head 
leaves at least $500 of debt when he 
dies, the $1,000 life certificate usually 
sold by fraternal field representatives 
is inadequate because it represents 
really only $500 net to the beneficiary, 
N. J. Williams, president Equitable Re- 
serve, comments in his column “On 
The Way Up,” in his society's publica- 
tion. 

This being true, a $1,500 policy is 
worth twice as much to the beneficiary 
as the $1,000 one, he said, and a $2,000 
contract is worth three times as much. 

“A large equity built up in life in- 
surance now may be of real benefit to 
you when you experience the next de- 
pression,” he said. “No one was ever 
able to meet and conquer adversities 
unless he prepared in advance. 

“Business conditions are good, em- 
ployment is at a high peak, wages are 
good, and with these facts before us 
we can all realize that this is an excel- 
lent. time to increase our insurance 
holdings. This is a matter that should 
not be postponed.” 


NEW YORK 


HOST TO EQUITABLE MANAGERS 


A. V. Ott, agency manager. was host 
to the Equitable board of managers of 
Greater New York at the Lakeville 
Country Club. After golf, swimming 
and dinner, the regular monthly meeting 
was held. A 25-pound salmon, caught 
by F. K. Kernan, director, was served. 
Low gross golf winner was Tom Bren- 
nan. Among the guests were Vice- 
presidents W. J. Graham, V. S. Welch, 
A. G. Borden, F. L. Jones and C. J. 
Martin. 














G. C. WUERTH IS CHAIRMAN 


Gustav C. Wuerth, Northwestern 
Mutual, who was president of the Life 
Underwriters Association of New York 
in 1928-29, has been elected chairman 
of the board of past presidents, thus 
automatically becoming a director and 
a member of the administrative com- 
mittee. Julian S. Myrick, manager of 
Mutual Life and president in 1914, and 
Ralph G. Engelsman, general agent 
Penn Mutual and president in 1936-37, 
were also chosen as directors. 








Prudential Excursion July 24 


More than 10,000 employes and their 
families are expected to attend the an- 
nual excursion, July 24, of the Pruden- 
tial Athletic Association at Asbury 
Park, N. J. The program for the day 
will include swimming, dancing, golf 
and a fashion show, according to Roy 
D. Tompkins, vice-president of the as 
sociation, who is in charge of the ary 
rangements. 


i 
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TWOFOLD SERVICE BRINGS PROGRESS 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1941, show- 
ing: Membership, 506,357; camps, 6,086; insurance in force, $361,203,384; 
admitted assets, $77,671,813, and claims paid, $112,434,837. 

This progress is attributable to the Society’s principle of twofold 


service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 46 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy membe 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


This principle was firmly im- 


rs. 


ROCK ISLAND, ILL. 
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AMONG COMPANY MEN 





Evans Supervises 


Sales Promotion 


MILWAUKEE —AIl! advertising and 
sales promotion activities in the agency 
department of the Northwestern Mutual 
Life are now being directed by L. J. 
Evans, assistant director of agencies, 
whose duties in the past five years have 
included working with the company’s 





L. J. EVANS 


advertising agency in creating and co- 
ordinating the national advertising pro- 
gram. Consolidation of sales promo- 
tion with advertising followed the recent 
death of W. Ray Chapman, assistant 
agency director, who had charge of sales 
promotion among his duties. Mr. Evans 
had a fine background of sales and ad- 
vertising experience when he came to 
the home office of the Northwestern 
Mutual eight years ago from Register 


ife. 

Grant L. Hill, director of agencies, 
also has announced a redistribution of 
certain other duties in the agency de- 
partment. John J. Hughes and U. H. 
Poindexter will devote more time to 
assisting him in matters of department 
policies and practices. W. W. Lund- 





Pan-American Appoints 
Assistant Secretaries 








Richard C. Martin 


Charles J. Smith 


Charles J. Smith and Richard C. Mar- 
tin, Jr., have been appointed assistant 
secretaries of Pan-American Life. 

Mr. Smith has been connected with 
the company for 26 years, advancing 
from office boy and clerical positions 
in the actuarial department to assistant 
manager of the new business depart- 
ment. As assistant secretary, he will 
have charge of new business, ordinary. 
underwriting and the issuance of poli- 
cies. 

Mr. Martin will. be assistant secre- 
tary in charge of the claim department. 
He has been with the company since 
1931, starting as clerk in the claim de- 
partment and later being appointed as- 
sistant manager. 


gren this year has charge of home of- 
fice arrangements for the annual meet- 
ing of the association of agents, in 
addition to district agency development 
and supervision of statistical research. 

Emerson, supervising the salary 
savings plan, will now handle problems 
relating to induction and early training 
of new agents in addition to agents’ 
contracts. Laflin Jones becomes editor 
of “Field Notes” and will continue work 
along educational and advanced under- 
writing lines. Each assistant director 
also will continue as sponsor each year 
for a designated group of agencies. 

In their special fields as agency as- 
sistants, J. P. McDonald will continue 
as department analyst of agency finan- 
cial management and quality of busi- 
ness, and David Behling in the induc- 
tion division, where one of his chief 
responsibilities is to visit colleges and 
universities throughout the country. 


Frederick H. Groel Is 
New Prudential Secretary 


Prudential has elected as a secretary 
F. H. Groel, formerly assistant secretary. 

Mr. Groel was born in Newark and is 
a graduate of Princeton University and 
Harvard Law School. He was admitted 
to the New Jersey Bar in 1924. In 
1926 he was elected a member of the 





legislature and a year later was leader 
of the Essex assembly delegation. 
From 1927 to 1933 he was assistant 
corporation counsel of Newark. He 
was a member of the faculty of the New 
Jersey Law School from 1926 to 1938. 


Canadian Leader Is 90 


WINNIPEG—R. T. Riley, veteran 
Canadian business leader, celebrated his 
90th birthday this month. 

Mr. Riley organized the Canadian 
Fire and Canadian Indemnity Company, 
and is still on their directorates. 

He was a great friend and admirer 
of J. H. Brock, who founded the Great- 
West Life. He became—and still is— 
the company’s first vice-president. He 
also holds policy No. 1 issued by the 
Great-West. 

He is not as active in business today 
as he was once but still is a director of 
the Northern Trust Company. 


C. T. Yates Is Advanced 


C. T. Yates, home office representa- 
tive of the Life & Casualty of Nash- 
ville, has been made industrial under- 
writer at the head office. He takes the 
place of C. L. Groover, who resigned to 
take a position with another company 
in Georgia. . Mr. Yates entered the 
service of the Life & Casualty as an 
agent, Feb. 15, 1919, and has served as 
superintendent and district manager in 
Pensacola, Albany and Chattanooga, 
and for the last nine months was home 
office representative. 














AGENCY MANAGEMENT 





Closer Relationship with 
New Man Is Advocated 


LOS ANGELES—Second of a series 
of three meetings on relations of the 
life agency supervisor and the man in 
the field, was held by the Life Super- 
visors Association of Los Angeles. 

Kenneth Monroe, Prouty general 
agency Connecticut Mutual Life, who is 
new in the business, and Henry Locus, 
of Equitable Society, a veteran, told 
what the new man in the field expects 
of his supervisor. 

Mr. Monroe stressed five points: (1) 
The new man expects the supervisor to 
know the life insurance business thor- 
oughly and be able to counsel and in- 
struct the new man. (2) The supervisor 
must be accessible to his men at all 
times, and under all circumstances. (3) 
The supervisor is expected to have all 
the accurate facts at his command to 
assist the new man. (4) He must be 
straightforward and honest with his 
men in all things. (5) He must have 
an understanding heart, so that when 
the new man consults him relative to 
his troubles, whether business or other- 
wise, he can alleviate the trouble, if 
only by advice. 

Mr. Locus placed Mr. Monroe’s last 


point first, holding the supervisor must 
take the problems presented to him by 
the new man under consideration with 
an understanding of humanity. The su- 
pervisor should recognize the impor- 
tance of joint work. Mr. Locus was 
critical of companies that do not pay 
the supervisor sufficiently to avoid the 
necessity of the supervisor sharing in 
the commissions on joint cases. 


N. J. Life Managers Hold Outing 


More than 50 guests and members of 
the Life Insurance General Agents & 
Managers Association of Northern New 
Jersey attended the annual dinner and 
outing at the Montclair Country Clud. 
Golf winners were: High gross, J. S. 
Dey; low- gross, Howard C. Lawrence; 
low net, William Masterson. ‘ 

The election of officers was _ post- 
poned until the September meeting. 








Can't Pay Unlicensed Bird Dogs 
Country Life of Chicago calls atten- 
tion of its agents about care in prepar- 
ing any advertising material so that the 
Illinois insurance code will not be vio- 
lated. Recently one of its agents offered 
a free ticket to anyone who would fur- 
nish the agency with a prospect who 


LIFETIME INCREASING INCOME CHARTER 


1. Lifetime service commissions. 


2. Extra compensation for preferred business. 


3. Liberal Retirement Plan for permanent agents. 


Address Agency Inquiries to: 
M. ALLEN ANDERSON, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY 


* PRESIDENT 


HOME OFFICE 





New President Named by 
Fort Worth Managers 














TROY N. WHITEHURST 


Troy N. Whitehurst, Bankers Life, 
has been elected president of the Fort 
Worth (Tex.) Life Managers & General 
Agents Club. He succeeds Paul S. Al- 
len, Aetna Life. T. J. Murphy, United 
Fidelity Life, is vice-president, and Her- 
man Heath, Farmers & Bankers Life, 
secretary-treasurer, 








eventually became a policyholder. The 
company calls attention to the fact that 
this is in direct violation of Section 5 of 
the agents and brokers license act. 





Subscribe now to Aecident & Health 
Review, $2. 175 W. Jackson Blvd., Chi- 
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. . . A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 
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National Defense Program 
Stimulates Life Sales 


The highly stimulating effect of the 
national defense program and allied war- 
buying on the production of new life 
insurance is clearly indicated by the cur- 
rent survey of life insurance buyers con- 
ducted by the American Service Bureau. 

There is a continued increase in the 
number of applications for life insurance 
policies received from workers in fac- 
tories and mills in all of our industrial 
centers. While the average size of such 
applications remains comparatively sta- 
tionary, the number of buyers clearly 
indicates new interest in and direction 
of added earnings to life insurance, Lee 
N. Parker, president American Service 
Bureau, pointed out in discussing the 
results. 


Analyze 10,000 Applications 


The survey presents an analysis of 
10,000 applications received by members 
of the American Life Convention during 
June. The proper geographical distribu- 
tion is maintained so that an up-to-date 
cross-section of insurance buyers is 
secured. 

Military and naval services provide 
evident stimulus to life sales, applications 
from this service being almost double a 
vear ago. There were 503 such applica- 
tions for an average of $1,582 this June 
as against 261 for $1,789 each in June, 
1940. The number of applications re- 
ceived for $5,000 or more was 25 as 
against 24 a year ago. 


Definite Gains Shown 


Transportation and communication 
classifications, including trucking, rail- 


ways and steamship lines, telephone and: 


telegraph companies’ employes, also 
show definite gains numerically, another 
reflection of the stimulus of the national 
defense activities. This year this gen- 
eral classification produced 693 applica- 
tions for an average of $2,148 each as 
against 599 for $1,906 average in June, 
1940. New buyers were 344 and 275 
respectively. Executives, pilots and em- 
ployes of aviation companies accounted 
for 66 applications averaging $3,015 this 
June compared with only 28 applications 
averaging $3,321 each a year ago. 


Reflect Seasonal Activity 


Other businesses reflect their particu- 

lar seasonal activity, such as automobile 
service stations, bakery shops, building 
material outlets and, of course, various 
trades identified with the construction 
industry. All these developed decided 
gains as compared with the similar study 
last December, and are also running 
well ahead of the 1940 figures for such 
classifications. Building materials, ice 
and fuel produced 135 buyers this June 
and 124 a year ago; bakery owners and 
employes account for 84 applications as 
against 58 in June last year; feed, flour 
and grain owners and employes applied 
tor 86 policies this June and only 80 in 
June, 1940, while wholesale commission 
and import houses employes submitted 
106 applications as compared with only 
84a year ago. 
_Of adult buyers 1,077 sent in applica- 
tions for $5,000 or more, slightly more 
than the 1,036 of such buyers the year 
before, while the number of new buyers 
was 4,807 as against 4,749. Juvenile 
applications numbered 1,027 compared 
with 1,078 the previous June. 


Sources of $5,000 Apps 


In June there were i4 different occu- 
Pations that produced applications that 
average $5,000 or more. These occupa- 
tions, with the number of applications, 


average applied for and average amount 
of life insurance already owned were: 
No.of Av. AV. 
App. Amt. Owned 
Printing and paper 
owners and exec- 
utives 
Machinery, metals and 
metal manufacturing 
executives and own- 


24 $10,563 $13,386 


Oil production and re- 
fining engineers 
executives, owners.. 

Dentists 

Wholesale dry goods, 
jobbers and manu- 
facturing agents, 
owners and execu- 
tives 

Wholesale commission 
and import houses, 
owners and execu- 
tives 

Physicians 
MOG Se csccccteenes 

Textile and _ leather 
products, executives 
and owners ........ 

Building materials, ice 
and fuel, executives 
and owners 

Street, road and sewer 
contractors, engi- 
neers and _ superin- 
tendents 

Automobile 
agency, owners 
managers 

Attorneys-at-law 

Life insurance sales- 
men 

Real estate brokers 
and salesmen 


39 = 6,910 


errr tre 8,767 


and sur- 
13,265 


16,750 


7,190 


sales 
and 


5,013 


Improved Occupational Showing 


Life salesmen made a much Detter 
occupational showing with 114 applica- 
tions averaging $5,193 compared to an 
average of only $3,816 in June, 1940, and 
an average of $4,297 in June, 1939. 
Printing and paper owners and execu- 
tives, the classification that produced the 
highest average policy applications this 
June, ranked third in June, 1940, with 
32 applications for an average of $8,750, 
and was in 10th place last December 
with 40 applications for an average of 
$6,550. Machinery, metals and metal 
manufacturing executives and owners, 
the December, 1940, leader with 40 appli- 
cations for an average of $14,063 each, 
is found in second place this June, but 
it moved up two notches compared with 
June, 1940, when this group produced 27 
applications for $8,630 each. Oil pro- 
duction and refining engineers, execu- 
tives and owners, the June, 1940 leader 
with 17 applications for an average of 
$15,118 each, is now found in third place 
with one more application but its aver- 
age declined to $7,750. 





Objects to Subterfuge in 
Securing Sales Interviews 


“Printers’ Ink,” the publication relat- 
ing primarily to subjects concerning ad- 
vertising has some comment on insur- 
ance salesmen attempting to get inter- 
views by camouflaging their business. It 
says: 

“That insurance salesmen deem it nec- 
essary to evade as far as possible disclos- 
ing their occupation when they seek in- 
terviews with prospects seems to the 
schoolmaster a bit regrettable and rather 
out of keeping withthe dignified and so- 
cial service for which this type of work 
stands. 

“And yet it seems that it has become 
an ingrained part of the insurance man’s 


technique to avoid telling receptionists, 
or to disclose during the early part of a 
telephone conversation, that he is an in- 
surance man. Sometimes the evasion be- 
comes tantamount to subterfuge. 

“When these insurance men do get in 
to see prospects, the prospects hold a 
hidden resentment that is frequently dif- 
ficult for the insurance man to overcome. 

“One insurance man whom the school- 
master knows said that recently he de- 
cided to call upon a prospect who had 
just won a promotion in a large corpora- 
tion and who thereby was a logical pros- 
pect. When this insurance man arrived 
at the prospect’s office, he presented his 
card on which was his name, together 
with the name of the insurance company 
he represented. 

“The card was taken in to the pros- 
pect who asked if the insurance man 
would wait just a few minutes. When 
the insurance man did enter the office of 
the executive, the latter said: ‘I am giv- 
ing you this interview because you're the 
first insurance man who has come in this 
week who has actually presented his card 
and indicated that he is in the insurance 
business.’ 

“Perhaps the time has come when in- 
surance men should think seriously of 
returning to a technique whereby they 
can travel under their own true occupa- 
tional colors at all times. At least in 
the instance related, it worked.” 





Allay Inflation 
Fears by Citing 
Annuity Popularity 


One of the most powerful arguments 
that the agent can advance to convince 
the prospect who hesitates to buy be- 
cause of fear of inflation is that the 
largest corporations in the country with 
the finest financial advice available have 
recently spent huge sums of money on 
annuities, Philip B. Hobbs, manager 
Equitable Society, Chicago, advises. The 
pension plans of Chrysler, Walgreen, 
Borg-Warner, etc., in many cases pos- 
sess no immediate cash value and will be 
paid out to employes 20 or 30 years 
hence. This point was made by Mr. 
Hobbs in addressing the Ohio Associa- 
tion of Life Underwriters recently. 

Inflation is a subject about which 
most people are confused and ignorant 
at best and arouses a number of un- 
desirable apprehensions in the prospect, 
Mr. Hobbs says. For this reason, it is 
wise for the agent studiously to avoid 
discussion of it, but if it cannot be side- 
stepped, he must know some definite 
ways to handle it. The first step is to 
determine whether the prospect is offer- 
ing the matter as a mere excuse to get 
rid of the agent or as bona fide reason 
not to buy. 

If the prospect is using inflation as 
an excuse, the agent is entitled to treat 
the subject rather irrelevantly, Mr. 
Hobbs maintains. First, he can ask 
for a definition of inflation and inasmuch 
as that may be difficult, the matter may 
drop there. Or the agent might carry 
an old large size one dollar bili and 
remind the prospect that it was only 
seven years ago that it was used. The 
agent should then impress upon the 
prospect that the relative importance of 
money paid to him in his old age or to 
his beneficiaries upon his death is the 
same as the difference in size between 
the old and new money. Consequently, 
the greatest inflation an average estate 
can experience will probably come from 
the great excess of face value of a life 
contract over premiums paid, and this 
is further enhanced by the importance 
of money at such a time. 

If the prospect refers to the German 





inflation of 1924, the agent should point 
out that the situation here is made dif- 
ferent because the United States holds 
¥% of the world’s gold supply and has 
no external debts. In other words, 
monetary debasement would affect only 
the U. S. rather than wipe out debts 
owed outside the country. 

If the agent discovers that the pros- 
pect is serious and intelligent, he should 
first commit him to buying insurance 
if reassured about inflation, Mr. Hobbs 
says. He advises pointing out to this 
type of prospect that dollars of varying 
degree of purchasing power are placed 
with a company over the period the pol- 
icy is carried, that under settlement op- 
tions dollars are paid out over approxi- 
mately a similar period of time also with 
varying purchasing power. But on the 
whole, the purchasing power of the dol- 
lar paid averages even with the purchas- 
ing power of the dollar collected, to say 
nothing of the great appreciation that 
might come from an early death claim. 


Price Levels Even 


With regard to price levels, Mr. 
Hobbs advocates quoting the bureau of 
labor statistics which has been more 
level in the last five years than at any 
other time in the history of this statis- 
tic, ranging a little above or a little be- 
low 80. This 80 is based on 900 whole- 
sale commodities and the 1926 prices are 
assumed to be 100. Consequently, the 
entire price level of the United States 
could rise 25 percent and still leave the 
purchasing power of the dollar equiva- 
lent to what it was in 1926. 

‘That there is still great productive 
capacity in this country is proved by the 
defense program being superimposed 
upon consumer goods industry. Though 
it is natural that the goods may rise in 
price due to the defense effort, the far 
greater plant capacity resulting will very 
rapidly correct that condition when 
peace is declared. 

Finally, Mr. Hobbs said, the agent 
should carry through the conviction that 
if a man lives too long, life equities are 
his best answer, and if he dies too soon, 
his family will have employed the one 
financial institution that could capitalize 
his future potential earning power des- 
pite biased headlines and crazy rumors. 





Burial Society Bill Loses 
in Mo., Ouster Action Next 


JEFFERSON CITY, MO.—Although 
it was legislation recommended by the 
state supreme court, a bill to license and 
regulate burial insurance societies in 
Missouri was killed by the Missouri 
house just before adjournment. 

The court suggested the legislation 
last year after it issued an opinion oust- 
ing a burial concern from operating un- 
der the statutes governing fraternal and 
benevolent societies. The court held 
that a burial society was not a benevo- 
lent, fraternal, or charitable organiza- 
tion but was in fact engaged in the in- 
surance business. However, the court 
permitted the society to continue operat- 
ing until after the legislature had met, to 
give the legislature a chance to pass a 
law effecting proper supervision. 

Burial societies, which have more than 
700,000 members in Missouri, now face 
ouster proceedings by the attorney-gen- 
eral’s office. 

The defeated bill would have given 
the insurance department control of 
burial societies with strict regulation. 
Burial societies opposed the bill, as they 
have opposed all state regulation for 
many years, believing they can put off 
the inevitable day for several years in 
a court action. 
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N. W. Salil! Award Group Increases Exceed New Issued 


Winners Announced 





(CONTINUED FROM PAGE 3) 
230, an increase of 208 percent over his 
three-year average. 


Junior Honors Awarded 


Junior honors are awarded to newer 
agents for making the highest percent- 
age of increase over production in their 
preceding class. A. E. Hall, Stockton, 
Cal., wins the junior certificate of honor 
awarded to gold button winner of Group 
N with highest percentage of increase 
over his silver button production. His 
production was $227,500, increase 10.7 
percent. Honorable mention in the gold 





ALBRIGHT 


DR. C. E. 
section goes to C. K. Zug, Jr., Bethle- 
hem, Pa., for largest volume of new 
business in his section, $239,220. 

Paul Castner, Stamford, Conn., had 
the highest percentage of increase in the 
silver button group over his ‘bronze but- 
ton production. He paid for $296,203, 
increase 84.6 percent. R. E. Costello, 
Champaign, IIl., received honorable men- 
tion in this section for largest volume, 
$359,627, increase 10 percent. Eleven 
agents qualified for silver buttons. 
Thirty-six agents earned bronze buttons. 
Clyde Fuller, Milwaukee, gets honor- 
able mention for the largest paid volume 
in this group with $444,933 on 46.9 lives. 


Albright Still High Producer 


Among the leading producers as usual, 
but not participating for “any first 
prizes,” is Dr. C. E. Albright, Milwau- 
kee. In 1936, after 30 consecutive years 
as the winner of special “AA” honor for 
the largest volume, Dr. Albright an- 
nounced his withdrawal from any fur- 
ther competition for honors. Since that 
time he has maintained an outstanding 
record, however, and it is interesting to 
note that the past year Dr. Albright was 
again the high volume producer with 
$2,973,445 of Northwestern insurance. 

The past year, 23 agents qualified as 
members of the Marathon Club, paying 
for 100 or more lives. 


Five Have Nine-Year Records 


A record of 108 consecutive months 
or nine years of membership in the 4-L 
Club has been achieved by five agents, 
the monthly requirement being four lives. 
They are Fred and Grace Niederhaus, 
Vincennes, Ind.; D. E. Harris, Des 
Moines; A. O. Sundquist, Sioux City, 
and L. T. Stearn, Minneapolis. 

Fourteen agents qualified for member- 
ship in the Half-Million-and-Over Club 
by writing $500,000 or more, compared 
with only eight the previous year. 





H. M. Faser, superintendent of agen- 
cies of the Lamar Life, addressed the 
Columbus (Miss.) Kiwanis Club on 
“What Life Insurance Does.” 





Group business increases on contracts 
in force are now greater than the new 
business issued as a result of the marked 
increase in employment. Estimates for 
the first six months show that increases 
are nearly three times the new business. 
The following figures on the big five 
group companies show that even in 1940 
when employment totals were consider- 


cases exceeded new issued. Increases 
on ordinary life contracts are negligible 
as compared to the substantial net in- 
crease percentages on group. In re- 
porting group figures both increases and 
withdrawals are given so that in figuring 
net increase the withdrawals must be 
deducted. Withdrawals do not include 
lapses but represent terminations in em- 








ably below those for 1941, net increases ployment. The following are 1940 
on old group business in four out of five figures: 
2 Group 
Ratio of 
Net Ratio Ine. to 
Increase of Net Issued 
New (ess Ine. to Whole 
— Increase withdrawals) Issued we 
7] ‘oO 
EP eee ee re ee eee eT 110,491,251 564,113,442 105,780,418 95. -03 
Dauitable Soc. . 0.2 issccwes 90,011,508 413,152,105 110,348,636 122. .08 
BEOLEOOOUIOR oicin cs 2 o's 0.0 = 2100 177,523,891 869,733,000 235,093,888 132. 1.2 
rae 84,274,940 302,592,615 93,214,086 it, 07 
PII. oboe 8h Cees ete ane 95,694,938 427,585,741 140,079,627 147 .02 








High Peak Payrolls 
Big Boon to Group 
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tend to be standardized, the handling of 
disability claims varies. Companies 
with claim organizations are using them 
in most cases, others ask employers to 
submit claims to the home office for 
payment while still others are following 
the practice of giving the employer a 
check book and let him settle claims. As 
the final cost of group coverage depends 
upon individual employer experience, 
little difficulty is experienced from over- 
paying claimants by the employer. 
However, some feel that the claim bur- 
den should not be placed on the em- 
ployer, especially in cases which are dis- 
puted. Those with claim departments 
take the attitude that it is asking too 
much of the employer to submit the nec- 
essary claim data and that it should 
properly be handled by a_ third party. 
Inasmuch as most group disability con- 
tracts have an eight day waiting period 
and it isn’t necessary to pay claims un- 
til the end of the second week, those who 
pay claims through the home office hold 
there is sufficient time to report, investi- 
gate and mail claim checks without in- 
conveniencing the claimant. 


Divided on Dependents 


The question of writing dependents 
under group hospitalization varies be- 
tween two systems. Several companies 
charge 15 cents a month per $100 for 
male employes, 25 cents additional for 
one dependent and 10 cents for all addi- 
tional dependents. The other practice 
of charging 15 cents for the employe 
and 30 cents for dependents regardless 
of the number is contended to be sim- 
pler and easier for the employer. As 
rates are based on averages, it is held 
that they should be as simple as possi- 
ble. The only possible complaint to 
the latter plan would be from newly 
married younger employes without chil- 
dren. One company operating on the 
three-rate system which is also followed 
by a number of the cooperative hospital- 
ization plans, has compiled the follow- 
ing experience on hospitalization: One 
male employe in every 14 is hospitalized 
each year, one female employe in every 
seven, and one out of every five depend- 
ents. The chances are one in four that 
an employe or one of his dependents will 
be hospitalized each year. Seven out of 10 
of those hospitalized undergo opera- 
tions. 


Handles All Details 


The tendency in group business is to 
have the employer handle as many o 
the details as possible, especially since 
the cost is based on actual experience. 
For example, one large group which has 
grown from $30,000,000 to $100,000,000 
in force in the last 10 years, keeps all 
the records, and merely reports each 
month the number of cases and total in 
force at the start of the month, new 
cases added, cases terminated and the 
net gain or loss. A premium check ac- 


“insurance prospects. 


companies the report. The insurer keeps 
no record of names but makes an audit 
once a year to determine average age 
and rate. In event of a claim, the em- 
ployer notifies the company and submits 
the name of the beneficiary. The cost 
of handling this business is extremely 
low but there are those who feel that it 
its not desirable to shoulder too much 
of the detail on the employer as if he is 
doing the work anyway, he might as 
well set up his own self insurance sys- 
tem. 


Hard Hit by Calls to Service 


Group service staffs have been hard 
hit by the draft and the call to service of 
reserve officers, especially in the larger 
offices where the younger men are 
trained. One large company has lost 
about 10 percent of its men while a 
large office of another company has lost 
over 50 percent of its service men. As 
group is still a young business, it is the 
practice to employ young college men, a 
fair number of whom are reserve offic- 
ers. As companies training service men 
have to invest considerable expense in 
their training, they insist on high physi- 
cal condition standards so practically 
none are deferred from military service 
on that basis, 


Plain People Offer 
Buying Market 
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the rocks.” One agency official ‘re- 
marked that when a check-up was made 
on an agent whose production had 
dropped to nothing, it was found he was 
spending his time working up two sal- 
ary savings cases which had not ma- 
terialized. 

One company official reports that 

although not so many direct sales are 
being made to national defense industry 
workers, the money which they are 
spending is indirectly reaching life in- 
surance. It is difficult to get workers 
who are now earning satisfactory in- 
comes for the first time in years to 
Start saving it. However, the money 
they spend for automobiles and other 
luxuries makes retailers and others 
benefiting from those sales better life 
After the first 
flush of prosperous times is worn off it 
may be possible to divert some of the 
workers’ income to life insurance. 
_In selling under present day condi- 
tions, high agency morale is essential, 
it is pointed out. Although there are 
plenty of subjects for the alibi artist 
to work upon in developing a dejected 
state of mind, if an agent is to make a 
living, it is imperative for him not to 
take these difficulties too much to heart 
or they will influence his sales attitude 
and subsequently his production. 





Honor Pacific Mutual Top Stars 
LOS ANGELES — Pacific Mutual 
Life executives were hosts to the six 
leading Top Stars of the Big Tree Club 
for two days as they stopped off on their 


Effective Date of Michigan 
Measures Postponed 


LANSING, MICH.—The Michigan 
legislature's unprecedented action in 
substituting for final adjournment a 99. 
day recess of the regular biennial ses. 
sion has drawn considerable attention 
in insurance circles because of the ny. 
merous new acts pertaining to the bugj- 
ness which now are unlikely to become 
effective before next year. 

The constitution provides that legis. 
lative acts not given immediate effec 
shall become effective 90 days after the 
sine die adjournment. The recess pro- 
vision automatically suspends for an 
indefinite period the effective date of 
the following insurance measures: 

_ Redefines group life to include execu. 
tives of employer members of nop- 
profit incorporated industrial associa- 
tions. : 

Legalizes investment of certain trust 
funds in insurance contracts and an- 
nuities. 

Permits road commissions to insure 
employes with public funds under group 
contracts. 

Endows commissioner with broader 
powers to regulate and investigate fra- 
ternal societies. 

Exempts from inheritance taxes all 
forms of insurance trusts for named 
beneficiary whether administered bv in- 
surer or by trust company or other 
fiduciary. 





Life Companies Carry On in 
England Despite Adversities 


_TORONTO—Canadian life compa- 
nies Operating in the British Isles are 
making a good showing in spite of ad- 
verse conditions. Facing tremendous 
odds, especially in increased taxes, high 
cost of living, and with sales forces 
whittled down to skeleton staffs, life in- 
surance is still doing its job. 

H. Berwick, supervisor of field 
service Manufacturers Life, reports new 
business production in England has de- 
creased 35 percent but the lapse rate 
has shown a steady improvement, des- 
pite tremendous taxes and_ increased 
cost of living. For the first five month 
of 1941, the Manufacturers’ increase in 
business in force in Great Britain was 
$1,104,000, 93 percent of that achieved 
a year ago, notwithstanding the decrease 
in new business. Both first year and 
renewal income showed increases and 
the expense ratio was down. 

Mortality has continued to be favor- 
able and death claims arising from the 
war have been surprisingly few. For 
the first five months there were only 10 
claims in Great Britain due directly or 
indirectly to the war, totaling $16,449. 
Some of the policies which became 
claims included war clauses providing 
for either payment of the reserve only 
or return of premiums only. At the be- 
ginning of 1941 Manufacturers Life had 
$32,000,000 in force in Great Britain. 
about 6 percent of its total. 

_An executive of another Canadian 
life company reports that since the 
start of the war the ratio of actual to 
expected mortality has been consider- 
ably more favorable in Great Britain 
than for the company as a whole. 








way home from the company’s conven- 
tion at Sun Valley. They were: D. J. 
Cohn, general agent, Miami, Fla.; R. E. 
Denman and C. P. Hochstadter, Gantz 
agency, Cincinnati; R. J. Moraff, Sher- 
man agency, Newark; Victor Sieving, 
Henderson agency, Chicago, and Abram 
Geller, Baumann agency, Houston, Tex. 
Each of them paid for in excess of $500,- 
000 to win their places as Top Stars. 

Many field men and general agents 
also stopped off for a visit at the home 
office. 





Albany Bank Enters Field 


City and County Savings Bank of 
Albany has been granted a license to 
operate an insurance department. 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


PRESENTS 





Family Income Contracts 


FOR THE 
AMBITIOUS 
LIFE 
INSURANCE 
SALESMAN 


NOW IN vu /} YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 


An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 




















THE NEW 


THREE ‘3 WAY 
SPECIAL 


Is one of the new sales plans which 
are bringing Oslico fieldmen greater 
earnings— 


If interested in and qualified fora Real 
District Manager’s Contract with a 
Real Opportunity 


Write 


THE OHIO STATE LIFE 
INSURANCE COMPANY 
Columbus, Ohio 























A Try for Sale on First Call 


When Pan-American Fieldmen call on prospects de- 
veloped through their Company's Interview Plan, 
they go armed with vital information as to the pros- 
pect's age and his interest in some particular function 
of Life Insurance; and, most important of all, PLUS 
AN INVITATION TO CALL! 


Attractive, colorful sales messages and useful adver- 
tising specialties of quality unite under the Pan- 
American's interview-building direct-mail system to 
bring prospects and Fieldmen together under circum- 
stances most favorable to the sales of Life Insurance. 
The result: a try for sale on the first call with a 
good chance to make the sale. 


Several General Agency openings avail- 
able for men—not now connected—who 
can measure up to Pan-American Standards. 


Address 
Frank T. Limont, General Manager of Agencies 


Pan-AMERICAN LIFE INSURANCE Co. 


New Orleans, U. S. A. 
Edward G. Simmons 


Executive Vice-Pres. 


Crawford H. Ellis 
President 




















Over 450 attended the Equitable Life of Iowa annual Production Clubs convention 
at Banff, Alberta; at which President F. W. Hubbell reported substantial gains for the 


Advertising exhibit rules for the annual convention in Boston, Sept. 29-Oct. 1, were 
formulated at an executive committee meeting of the Life Advertisers Association. 
Left to right are: William L. Camp, Connecticut Mutual, exhibit chairman; Carleton 
Loeble, Presbyterian Ministers Fund, secretary; Russell Noyes, Phoenix Mutual, treas- 
urer; C. Sumner Davis, Provident Mutual, president; and Lewis B. Hendershot, Berk- 
shire Life, annual meeting chairman. 


first six months. Production leaders were honored and timely sales material presented. 


Massachusetts Mutual Life’s float, a giant birthday cake proclaiming its 90th anni- 
versary, was awarded first prize at one of the largest Fourth of July parades ever held 
in Springfield, Mass. 

The cake was 13 feet high and 14 feet in diameter at its base and was surmounted 
by a circle of 14 home office girls of identical size and dressed in star-spangled blouses 
and white skirts. 

The float was designed by W. McCallum Hogg of the editorial department. 





